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The PEARL~—Kid and patent leather 
combine in this smart, low-cut, four- 
eyelet oxford, piped and stitched in 


contrast. 


.. but they're all ~ 
ARCH PRESERVERS 


$1950 
Goop.sy to prejudice against TO 


comfort footwear as clumsy clod- 
hoppers and old-lady shoes! The 
new Selby SLENDERIZED ARCH 0 
PRESERVER has all the grace of 41% 
line, the lightness of weight, the 
unquestionable smartness of the 


AT RETAIL 


with a mark-up of over 


ated for the young woman whose 
many activities keep her con- 
stantly on her feet—and who has 
come to regard stylish but un- 
comfortable footwear as an ex- 
pression not only of folly but of 
bad taste. 


most distinctive high fashion shoe. Yet it con- For the conservative woman of fashion 
tinues to embody every one of the exclusive there is the Selby modified ARCH PRE- 
construction features for which these shoes SERVER—for extreme cases, the Selby ortho- 


have long been noted—and which are du- _pedic type. 


plicated in no other line. 


These SLENDERIZED ARCH PRESERVERS The ARCH PRESERVER franchise is available in a few 

have been perfected by Selby in answer to pe 
esmen are now owin: ior 

the insistent demand for smart shoes that most offered. A 

offer comfort and correct fit as well as — iu. a 


“looks”. In particular, they have been cre- 


8 out of 10 women actually NEED Selby ARCH PRESERVERS... when 
you meet that need you make a satisfied REPEAT customer for your store. 


THE SELBY SHOE COMPANY 


Manufacturers ‘of Styl-Eez, Tru-Poise and Selby Arch Preserver Shoes 


When writing advertisers please mention Boot and Shoe Recorder 
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ALTER B. PITKIN, in his 

latest book entitled: “New 
Careers for Youth” on page 160, 
says: 

“Do you know that not one shoe 
clerk in a hundred measures up to 
the job? He may be able to sell 
shoes enough to satisfy his em- 
ployer and yet be a total failure in 
the New Deal. For one of the most 


intimate and subtlest things in the 
_ world is a pair of shoes. The clerk 
must know much about people in 
order to fit their souls as well as 
their feet. The shoe must fit both. 

“What a pair of shoes must do 
depends upon your whole philos- 
ophy of life. I wish I had time 
here to explain this profound mys- 
tery. The shoe must fit not only 
your foot, but also you leg; your 
entire physique, your aesthetic 
sense, your habits of work, your 
social set, and your bank roll. 

“A large order, isn’t it? No won- 
der hundreds of people testify that 
they have never been -wholly satis- 
fied with shoes (I have learned 
this in a survey of the shoe trade 
years ago, and have never recov- 
ered from my surprise). I now 


know that it requires just as high 
intelligence to sell shoes right as to 


make them.” - 
* * * 


ORE shoes are being pur- 

chased by the Civilian Con- 
servation Corps than the combined 
army and navy. Most of the shoes 
are extra high cut and built for 
forestry service. 

In the 18 months of its existence, 
the Civilian Conservation Corps 
has provided 850,000 young men 
with work, at a cost of $443,000,- 
000, or $522.50 each; paid $136,- 
000,000 to boys in the forestry 
camps; has remitted $113,000,000 
of this amount to their families, 
averaging 300,000 in number, for 
relief purposes. Expended $273,- 
500,000 for foodstuffs, clothing, 


transportation, automotive equip- 
ment, heavy machinery and tools. 
Advanced the nation’s forestry pro- 
gram from five to 15 years. Added 
5,000,000 acres to national forests 
and 67,000 acres to national parks. 
Constructed 34,570 miles of truck 
trails to open up inaccessible areas; 
opened up 23,000 miles of fire 
breaks; planted more than 15,000,- 
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000 trees. Removed undesirable 
trees from more than 1,000,000 
acres of forest lands; constructed 
609,000 dams in gullies to check 
soil erosion; spent 1,086,000 man- 
days fighting fires. 


* * * 


Tt use of motion pictures in 
public schools has greatly in- 
creased in the last five years. There 


is a need for a general film on the 
care of the feet and the relation of 
footwear to good health. We are 
constantly receiving calls for such 
a film. Several shoe organizations 
route films through local merchants 
handling their lines and these are 
displayed in public schools. They 
miss the mark largely by being art- 
ful aids to the selling of some 
branded shoe and the call is now 
for films that are broadly educa- 
tional. 

In Cleveland public schools alone 
there were more than 35,000 show- 
ings of educational motion pictures 
in 1933—an increase from 1929 
when there were less than 7000. 

The most remarkable record was 
the circulation of films by the 
American Museum of Natural His- 


HOE 


tory, which lent to 1129 schools a 
total of 27,160 reels—showing to an 
audience of 9,012,628. 

One of the films that has proven 
of great interest, indirectly of great 
help to oculists, is the film “Vi- 
sion”—a cooperative effort of the 
optical industry. 

Another great film is “Care of the 
Teeth.” 

The field for a cooperative film 
on general shoe education is wide 


open. 
* * * 
OE BRANOVAN of Branovan’s, 
Milwaukee, Wis., says: 

“This store specializes in two 
things: Proper fitting of right type 
of shoes for the feet in question. 
First, feet are examined for ab- 
normalities, after which the cus- 
tomer is turned over to our foot 
expert, Mr. Schmidt, who explains 
how the feet can be corrected, de- 
pending on the age of the customer, 
and tells the clerk what type of 
shoe would be appropriate. After 
the shoe has been tried on by the 
clerk, Mr. Schmidt again is called 
to check the fit by X-ray. After 
he okays the fit and type of shoe, 
the sale is made. 

* * * 


ACK CARR of Tampa, Fila., 
says: 
“American business has boils on 


its posterior from lolling on the 
soft leather of a limousine. From 
sitting in ringside seats watching 
PAID PUGILISTS do their fight- 
ing for them. Yelling themselves 
hoarse watching professional foot- 
ball or baseball players supply the 
ACTION they themselves needed. 
“They forgot how to walk a mile 
to get an order or call on the trade. 
They forgot how to fight for busi- 
ness themselves. And their voice 
was so weak from yelling they 
couldn’t ask for business from a po- 
tential prospect above a whisper. 
“Isn’t it a pitiful picture to see 
millions of men who once whistled 
at their work being converted into 
potential panhandlers? Standing 


MONEY 
ON STRIKE 


—If you were stranded on a desert island 
with no food, but a million dollars in 
gold, you would soon starve to death. 

—But if you landed on that same island 
with a ship-load of supplies and no gold, 
you could get along famously for an 
indefinite length of time. 

—Money in itself is futile; but money in 
motion, money exchanged into goods 
and services of human use is a great 
convenience. 

—We are suffering today from a material 
surplus and a financial stagnancy. 

—I doubt very much if there is a financial 
shortage. It's my impression we have 
plenty of money and untold potential 
‘credit, which after all is the basis of our 
modern industrial system. 

—But much of the money and most of the 
credit are on strike. 

—Result, a general commercial debility. 

—When is money going to get back on 
the job? 


—Ask the man who owns some. 


President. 


in long lines and scorching sun- 
shine or slush and snow, day after 
day, waiting for a dollar dole. 

“And isn’t it just as pitiful to see 
merchants and manufacturers who 
once were the brains of business 
waiting in Washington for special 
privileges, or concessions or presi- 
dential promises of prosperity with- 
out performance on their part? 

“The answer? You'll probably 
laugh when I give you mine. It’s 
purely personal, so take it or leave 
it. The answer is NOT in Wash- 
ington, it’s in WORK.” 

* * 

F OLKS get ready for a celebration. 

B. L. Dillingham started forty- 
nine years ago as a shoe clerk and 
it won’t be long before we will send 
him a gold fitting stick as a token 
of half a century of public service. 
Ten years after fitting his first pair 
of shoes, he went into the shoe busi- 
ness for himself and he has been 
in it constantly ever since, most of 
the time located between Sixth and 
Seventh Streets and Congress Ave- 
nue in Austin, Tex. 
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B. L. Dillingham helped organize 
the Texas Shoe Retailers Associa- 
tion, one of the livest sectional trade 
organizations in the country. For 
many years he served as secretary, 
treasurer and director. He has al- 
ways taken an active part in civic 
affairs in Austin, where he was born _ 
June 2, 1858. His son, Lynn Di)- 
lingham, has been long associated 
with his father in business. 

As a “forty-niner” he is one of 
the youngest pioneers in progressive 
methods of retailing in the state. 


* * * 


F ITTING remarks by Ray Hopp- 
man: 
Shoe dealers’ convention, 
We pause to explain, 
ey all arrived there 
On the old “Shoe-shoe” train. 

Reminds us of the tramp who 
asked of a woman if she had any old 
shoes—and she shooed him away. 

A score of members of the local 
lodge of Elks came in at one time to 
buy shoes—that’s what we call 
“Footing the Bills.” 

That giant in the old book of 
fairy tales, who wore seven league 
boots, certainly knew how to save 
shoe leather. 

The hardest thing about making 
money last is making money first. 

You bet—and a closed mind 
eventually means a closed store. 


I answer questions but am silent— 

I sell, but receive no salary— 

I work twenty-four hours a day but 
never ask for a vacation— 

I am the PRICE TICKET. 

Money often goes to a person’s 
head—what we shoe dealers want is 
to have it go to their feet. 

Having more backbone than 

wishbone is what brings a man suc- 
cess. 
The only kind of shoes to sell to 
customers that “go up in the air” 
are deep sea divers shoes to keep 
’em grounded. 

Today’s short story—He was a 
millionaire and yet didn’t have a 
pair of shoes to cover his feet. He 
was in the bath tub. 

When he wore ’em they were so 
big his friends called them Longfel- 


lows. Well, well, we're getting 
Whittier every day. 

If they keep on interfering with 
our tables of measurements we'll be 
selling shoes by the pound. 

Everybody should lay something 
aside for a rainy day—a pair of 
rubbers at least. 

When I tried to sell an old-timer 
this year’s shoes he said he had last 
year’s feet. 

Make’ the advertising tell ’em, 

Make the window bring ’em in. 


Have the salesman trained to sell ’em, 
And you'll gather in more tin. 


SADOR TARLOVW, treasurer and 
general manager of the Old Col- 
ony Shoe Company, is the inventor 
of a non-curling insole that prevents 
insoles from curling up and the 
edge becoming lumpy and cracking 
and checking. 

The feature of the Non-Curl 
Process” consists of a very fine 
colorless leather covering, cemented 
to a leather insole, which is pulled 
over very tight by hand, allowing a 
margin to overlap the edges of the 
insole. In the process of shoemak- 
ing this margin is again drawn tight 
by machine and locked securely by 
the stitches that hold the upper and 
innersole together. When the welt 
is attached to the upper, the tension 
of the Goodyear welt operation 
forces the material inward and by 
the welt stitching is held firmly in 
place. The innersole is thus forced 
to remain flat. 

For this improvement in shoe 
construction he has received United 


States Letters Patent No. 1975988. ~ 


* 


OUIS J. ROBERTSON, chairman 
of the Board of Directors of the 
Tanners’ Council of America at the 
annual meeting held at the Edge- 
water Beach Hotel, last week said: 
~“The next important piece of 
work to be carried on by this asso- 
ciation is a well-defined campaign 
in connection with leather sub- 
stitutes. A committee has been 
formed as a result of your vote at 
our Spring meeting and this com- 
mittee has been studying the situa- 
tion and collecting many facts and 
figures relating thereto. It is my 
hope that immediately following 
this annual meeting the committee 
of the whole, whose duty it is to 
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consider the question of competi- 
tion with our industry by those who 
make and sell various imitations 
which threaten the good name of 
leather, will be called together. At 
that meeting there will be presented 
to them such a report as has never 
before been collected and careful 
consideration will be asked for it. 

“At all events, no greater em- 
phasis than facts is necessary to 
show you how serious this situation 
is and with the simple statement 
that in 1933 products other than 
leather replaced leather to the ex- 
tent of $11,000,000, I will leave the 
rest to your imagination. I have no 
forecasts to make.” 


* * * 


HARLES CANTOR, the New 
York Shoe Club radio com- 
mentator, once in the shoe business, 
entertained the club last week with 
the following stories: 

A prominent shoe buyer was 
learning how to golf. As he start- 
ed to tee off, he yelled “Three and 
a half, three and a half.” His friend 
asked him why he didn’t say “fore.” 
The buyer replied: “Do you think 
I’m going to give him first price 
the first time?” 

The second story was of a proud 
mother telling her bridge club 
about her sons. In glowing terms 
she told of the son who was a law- 
yer—so good that at a recent trial 
the district attorney fled to his 
chambers and the judge just shiv- 


yx 


ered and shook on his bench before 


his scathing eloquence. The sec- 
ond son, a doctor, was so good that 
on completing one of his most crit- 
ical operations, two of the nurses 
couldn’t restrain their applause and 
as a result, he had to fire them. 
The third son wasn’t so much, for 
he was in the shoe business. “But, 
my friends, if it wasn’t for him, we 
would all starve.” 
* * * 


SK Alfred W. Donovan of E. T. 
Wright & Company, Rockland, 
Mass., to tell you about the Sani- 
Toe Last. No shoe in the nation has 
as broad a forepart and there is a 
great romantic story in back of its 
origination. It has something to do 
with preservation of the toes as 
against the elimination of the useful- 
ness of toes as part of the machinery 
of locomotion. 

This shoe presents exceptional 
width and a natural foot shaping 
through the forepart. The wide in- 
step and high toe cap construction 
favor enlarged joints and give 
ample room for toe nail conditions. 
The width through the breast of the 
heel offers ample resistance to se- 
verely inward rotated heels. As a 
new idea in “he-man” footwear it is 
either ten years ahead of its time or 
right up to the minute if feet are to 
be preserved as useful means of 
locomotion. The theory is built en- 
tirely on the tread base nature in- 


tended. 


"Everybody should lay something aside for 


a rainy day—a pair of rubbers at least.” 


Enthusiasm Sells Christmas Goods 


But a Well Co-ordinated Plan Is Also 
Essential to Attain Profitable Volume 
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USEFUL 


CHRISTMAS will be a real sell- 
ing and profit season in retail shoe 
stores this year. Christmas is the 
time when people are in the spend- 
ing mood. And this year they have 
more money to spend. Furthermore, 
the public is not price minded to 
the same extent that they were even 
last year. 

What man, woman or child has 
not nursed a secret desire to possess 
something carried in shoe stores? 
Possibly Father wants a pair of 
hunting boots, Sister her first pair 
of evening slippers, or Kid Brother 
a pair of high cut shoes with a knife or a pair of rubber 
boots. Mother would like a pair of nice shoes like she 
formerly wore. This year will see many of these sup- 
pressed desires gratified. 

There are two mighty good rules for a shoe store 
to follow. 1. Buy Christmas merchandise so that it 
will make a profit for the store. 2. Plan your Christ- 
mas work and work your plan. Put real enthusiasm 
behind your Christmas promotion and inspire your 
salespeople with the same enthusiastic spirit. 

For a concrete example or precisely how these two 
rules may be applied, let’s take an imaginary trip to 
the Smith Shoe Store in Pleasantown. This is a nice 
little town of about 35,000. Representative lines of 
men’s and women’s shoes are carried which retail from 
$4.00 to $7.50. 

The Smith Shoe Store plan would run along in this 
fashion: First they will consider the item which sells 
the easiest in a shoe store during the holiday time, 
slippers. 

Slippers are carried all the year round in the regular 
stock, so the Christmas selling will not affect the staples 
from a style standpoint. Smith’s will set up. figures 


concerning the amount of staple slipper business which 
they are certain of doing. Next they will set up 
arbitrary figures relative to the amount of fancy slip- 
pers they hope to sell. 

In the first group, they will buy quite heavily because 
they do not care if they carry some of these over. In 
the second group, they will buy cautiously as they 


intend to clean these slippers out 
by December 22, the Saturday be- 
fore Christmas. 

The Smith store does an annual 
volume of $100,000. They know 
that this year, with conditions show- 
ing such a marked improvement. 
they can pick up an extra $400 in 
net profit in group No. 2. In this 
group, they will buy such novel- 
ties as quilted and satin Boudoirs, 
rabbit trimmed mules and D’Orsays. 

They know that the Christmas sea- 

son is the only time when high 

colored slippers play an important 
part. This No. 2 group is considered entirely as a 
Christmas promotion proposition. 

Even if they do buy group No. 2 from a colorful 
standpoint, records show that fully 60 per cent will be 
all black. The remainder will be divided as follows: 
Blue 20 per cent, red 124% per cent, green 734 per cent. 
In this one store the corduroy white rabbit trimmed 
is figured to be the one best bet. The new bootees 
which are trimmed with rabbit’s fur are also con- 
sidered very attractive. These slippers in group No. 2 
are bought wholly for gifts. Persons buying them as 
gifts will buy more fancy types, than if they were aay 
ing for their own personal use. 

Money is lost in endeavoring to merchandise too 
many styles and lines of fancy house shoes. This store 
has found that seven lines are enough to cover all their 
needs. What few extra sales might result from having 
an enormous variety are more than offset by the mark- 
downs and carry-overs. 

Now to the next best selling item in the women’s 
department. This, of course, is hosiery. After many 
years of selling hosiery, the Smiths know the impera- 
tive need of anticipating their entire December i 
ments well in advance, so that they will have a sufficient 
quantity of their good selling numbers. 

During this season hosiery is never quoted at the 
price of a single pair. It is always quoted in quantity 
prices. This year their best selling price will be three 
pairs for $1.85, all boxed in a smart Meeisianes how, 
ribbon tied, naturally. 
[TURN TO PAGE 36, PLEASE] 
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This is a poster design suggested for use in shoe stores during the Christmas selling season. It is a modern 
treatment of the Santa Claus theme and is suitable for window display backgrounds, seals, stickers and a 
multitude of other uses during the holiday sales promotion period. 
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IT'S 
TIME 


A novel gift container for 
stockings . .. the Christmas 
candle with a gay tassel for 
a flame. 


Necklace and bracelet made 


¥4 of velvet strips and silver 
metal. 


shippers and bags are 
the three brights stars of Christmas 
business in the shoe store. But the 
shoe retailer can go much further in 
his gift planning. He can reach out 
into the general field of fashion and 
find many other items that are logi- 
cal and salable. There is, for in- 
stance, a positive mania for mono- 
ams in all accessories this year. 

y not shoe buckles to be mounted 
with initials? There is an overwhelm- 
ing vogue for bright metal touches. 

y not a few pieces of metal jewelry? 
Evening gloves (easily sold in three sizes) 
are being made of the same lamé that goes 
into shoes. Such accessories will give sparkle 
to your displays . . . and women can be intrigued 
into buying them for themselves and for others. 


These two evening 
boots have been 
named the “White 
Swan'' and the 
“Black Swan," to 
give a new glamour 
to galoshes’ The 
fabric has an attrac- 
tive suede finish 
which sheds the 
water like the smooth 
surface of a swan's 
| ck, 


i 
: 
4 

| 
= 
3 
| 
3 
ie 
{ 
é 


BOOT AND SHOE RECORDER, October 27, 1934 


to Trim the Shoe Store TREE 


| they are more appealing than 


; on the market, it should be 


Initialmounted shoe buckles a new talking 
point. Ornaments for evening pumps 
aways saleable. Tasselled laces for ghillies, 


a gift possibility. 


For the inexpensive bag, leather-grained composi- 
tion fabrics are remarkably well-styled this year. 


Gifts for the Feminine Side of the Christmas List 


17 
Nee nates in re—(Left to right) Sli 
Seuft in ‘pastel shestad “Jomb's wool. 
Corduroy end ‘Open ever as Christmas gitts. There.are new 
Tinsel | Open styles”-it overshoes, attractive efiough 
Important squored toe please any woman. Hosiery is always 
velvet. Centre‘ MEHOW: Compact. in corde. And alll the smart new 
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Christmas Shopping Days 
are just ahead. Now is the 
time to select merchandise 
which you intend to pro- 
mote for Christmas. BOOT 
AND SHOE RECORDER 
presents a selection from 


THE spirit of Christmas suggests comfort 
and leisure and one of the standard Ameri- 
can Christmas gifts for a man is a pair of 
slippers. Merchants know from experience 
that at Christmas time their slipper sales 
spurt and they also know that women buy 
80 per cent of the slippers sold for men. 
Therefore, selection of their slipper stock 
should be made with this point in mind and 
they should also remember to have a com- 
plete stock, for slippers, like shoes, must be 
suited to the occasion. 

For informal lounging about the house, 
when the man feels a desire to be slightly 
dressed up, for cocktails and for the oc- 
casion when he may wear satin robe or 
lounging pajamas, we present a careful se- 
lection of slippers both in the hard sole 
and soft sole varieties. We illustrate the 
traditional black patent opera, trimmed with 
royal scarlet; the blazer type in brown and 
yellow; the color leader for this year in 
burgundy and a smart opera with trimmed 
Grecian motif in brown. 
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the avenue, all of whi 


ch 


should prove profitable 
merchandise for this special 
type of promotion. Slip- 
pers, hosiery and spats rank 


with the leaders in holid 
gift specialties. 


For real comfort slippers, we 
have included, in addition to 
leather slippers, the corduroy 
mule and the corduroy opera, 
also in the new wine shade. 
For the more conservative 
type of man we illustrate the 
button down variety in two- 
tone grade wool. 


ay 


With the return of cold weather, spats will undoubtedly come into their rightful 
place for Winter wear. They, too, like slippers, have always played a big part in 
Christmas sales. We show three types—the first, a custom type in fawn box cloth. 
The other, a plain-edged variety in gray box cloth. For formal wear, on the way 
to and from dancing and the theater, we have chosen a gray oxford spat which is 
said to give decided warmth to the lightly-clad ankle. 
~ When a man thinks of Christmas gifts, he invariably thinks of hose, for he knows 
how welcome a gift they are for practically any occasion. It is a sad man who wakes 
up on Christmas morning to find that he has not received his customary quota of this 
very valuable item. Women, too, will buy [TURN TO PAGE 34, PLEASE] 
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SHOE stores can increase their Christmas busi- 
ness this year if they plan an intensive holiday 
promotion with that end in view. All of the con- 
ditions are favorable. Retail sales volume is in- 
creasing. More money will be available for 
holiday gift buying this year. But most people 
will be inclined to purchase practical gifts, rather 
than expensive luxuries. That coincides perfectly 
with the shoe store’s plans. 

Shoe merchants who have achieved really suc- 
cessful results in attracting Christmas business to 
their stores are pretty well agreed on what is 
necessary to accomplish that objective. One of the 
principal things to do is to give your store a 
Christmas stmopehere. Make it look like a gift Three ad layouts for the Christmas season. Each 
headquarters. Let people know that your shoe ad ties up with one of the display features shown 
store is the place to buy gifts that are novel, inter- Pr 
esting and attractive, as well as practical. article. Wise men and Santa Claus cuts can be 

Shoe stores should reflect the Christmas spirit, enlarged from these illustrations by any enqraver. 

[TURN TO PAGE 34, PLEASE] 


Make 
Practical Chistmas 


STORE NAME 


SES 
\ 
L ve 
{i 


BOOT AND SHOE RECORDER, October 27, 1934 


WHY NOT 
The 


Consider the sporty scart 
and handkerchief above. 
What dog lover -or sport- 
ing man or woman could 
resist the appeal of this 
"doggy" The 
scart is of English wool, the 

handkerchief of crepe. - 


3 


THERE is a noble and wealthy fra- 
ternity of horsemen in this country 
who are interested in horses and any- 
thing pertaining to horseflesh. Their 
needs, and they are many, offer a fine 
opportunity for the merchant who is 
seeking extra sales. Peculiarly enough, 
a good part of this business rightfully 
belongs in a shoe store, and, sad to 


say, it has been seriously neglected. 
Enterprising retailers have been carry- 
ing riding boots and jodhpurs for 
some time and are doing very well 
with them. However, there has been 
no adequate concerted effort on the 
part of the merchant to build up this 
business. An attractive display of 
riding boots in their various styles 
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with jodhpurs, riding boot trees, spurs, 
chains, saddle soaps, in fact any one 
of a dozen items that may suggest it- 
self to the merchant will often create 
a sale. 

At Christmas, gifts for the man are 


1934 23 


There is a sales possibility in Christmas 
gifts for the sportsman. Gifts for the 
horseman, who represents a rich cross 
- section of the buying public, should 


HOR SE ME N ? play an important part in your Christ 


A random assortment of riding ac 
cessories, selected with a view to 
display. A striking unit could be 
made from the merchandise ar- 
ranged this way on a green cloth 
background. 


often the most difficult problems that 
face a woman, and a striking display 
of riding merchandise will very often 
make a sale, and a good one too; for 
the merchant, having sold a pair of 
riding boots, it requires little effort to 
sell spurs and spur chains or boot 
jacks and saddle soap. 

[TURN TO PAGE 36, PLEASE] 
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----a complete and 
diversified selection 
of gifts that are sure 
to please any man or 
woman + 


Shoes tobe shown here 


How a 
Men's Shoe Store 
Plans 


Christmas Selling Windows 


By JACK SOMERS 


H. A. Meyer Shoe Co., Chicago 


DispLay men in a shoe store specializing in men’s 
shoes have a real job cut out for them during the month 
of December. This month is normally a quiet shoe 
month, as most men try to beat the game in December 
by waiting for the January sales. 

To a large extent the burden of stimulating extra 
business falls on the man detailed to do the display 
work. During the holiday season people are in a buy- 
ing frame of mind and are window shopping more 
than they ever are at any other time in the year. 

It is rather a hard job to create very much extra 
enthusiasm and put the holiday spirit into just shoes. 
For that reason we turn to findings and such related 
accessories as pertain to the men’s shoe business. There 
is one point however, that we always keep in mind— 
our basic business is selling shoes and not accessories. 

Christmas windows which are gaily decorated with 
holiday gift suggestions have a subconscious effect on 
customers as there is a possibility of showing 75 per 
cent as many shoes as during normal window trim. 


Shoe stores should stick very closely to those items 
which are related to the retail shoe business. 

One very important point in selling accessories is 
the necessity of keeping them in harmony with the 
grades of shoes sold. Prices of shoes sold in this store 
range from $5.00 to $10.00. Experience has proved 
that the best prices at which accessories will freely sell 
are as follows: 

Socks, 35c to $1.00. Volume at 50 cents. 
Spats, $1.65 to $4.50. 
Shoe trees, $1.00. 
Slippers, $2.65 to $5.00. 
Ties, $1.00. 
Suspenders (Cordovan), $3.50. 
Belts (Cordovan), $1.50 to $3.50 
Garters (Cordovan), $2.50. 
Bill Folds (Cordovan), $1.75. 
Garters (webbing), 50c to $1.00 
[TURN TO PAGE 38, PLEASE] 
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The penny 


and the 
Cake, 


too! 


When a woman buys corrective comfort, she usually 
gives up style—under silent protest] And that gen- 
erally costs you her business. But with the new 
Air-O-Pedic Line, you can give a woman her penny 
and cake, too ... comfort as well as style! 

Air-O-Pedic Shoes are a combination of eight 
scientifically constructed features camouflaged by 
smart designs and decorations. There’s nothing 
about these shoes that gives a hint of their comfort 
to the eyes of the world. You know, and we know, 
that’s what a woman wants! 

We could talk on and on about the style of 
Air-O-Pedic Shoes, and you’d know no more than 
you do now. Style is something you have to see. 
We'll be glad to show you the new Air-O-Pedic 
Line for women, retailing at $6.50 ... with a liberal 
mark-up for yourself. Nearly 100 styles in stock, and 
all sizes and widths. Write The Air-O-Pedic Shoe 
Co., Brockton, Mass. No obligations, of course. 


NINE REASONS WHY 
AIR-O-PEDICS 


WILL INCREASE YOUR PROFITS: 


l Correct fit: Air-O-Pedic 

lasts allow the ball of 
the foot to fall in its 
natural position. 


yA Metatarsal arch sup- 
ported without strain. 


3 Air-O-Pedic Arch: Com- 
fortable, because it's 
scientifically correct. 


4 Steel shank: Air-O- 
Pedic’s scientifically 
designed arch is pre- 
served by a steel shank 
which will withstand a 
weight of 300 pounds. 


5 Extra ease for cuboid 
bone: Ample room here 
perfectly balances the 
weight between the 


ball and heel-tread, 
keeping the foot in a 
normal position. 


No slipping: no gap- 

6 ping : Air-O-Pedic 

hoes fit securely. No 

chafing and no friction 
to wear out hosiery. 


7 Non-binding vamp and 

throat line: Gives com- 
fort and relief at an 
important point of 
pressure. 


8 Cushioned heel rest: 

Air-O-Pedic heel rest— 
a shock absorber at 
every step. 


Newest styles in all the 
wanted colors an 
materials. 


RIR-O-PEDICS 


AIR-O-PEDICS 


WALK ON AIR 


When writing advertisers please mention Boot and Shoe Recorder 
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SIGN POSTS 


Td 


By 
HARRY 

R. 
TERHUNE 


T HERE is a great lesson to be learned by all shoe men 
from the Chicago Fair—The Century of Progress— 
which will be closed forever by the time this is read. 
It ig even a greater lesson than was taught during the 
World War, relative to the importance of good feet. 
The experience of tired and aching feet was shared 
alike by men, women and children who wore uncom- 
fortable shoes at the fair. It was real to them. All the 
lectures in the world and all the literature ever printed 
will not carry the lesson home with the same force as 
actual experience. 

In driving West, the first inkling of this truth came 
in Michigan, when we stopped at a roadhouse for lunch. 
The affable proprietor asked if we were on our way 
to the fair. Better have a good comfortable pair of 
shoes, was his sincere recommendation. The Voice of 
Experience speaking. 

Merchants in Lansing spoke of the decided interest 
in comfortable shoes from those people who had 
tramped around the fair. Coming into the section within 
a hundred miles of Chicago, South Bend, for instance, 
where a good many people had visited the fair a num- 
ber of times, retail shoemen were bubbling over with 
enthusiasm engendered from the extra business they 
were getting from those who had walked the many 
miles in uncomfortable shoes and had no intention of 
repeating this experience. 

Here in Chicago, the fair has been a lifesaver for 


those merchants who have featured extra good fitting 
walking shoes. To pick one store out of the crowd 
that is doing a good job along this line, let me desig- 
nate Foster’s. They went so far last year as to specially 
design a women’s walking shoe which met with instant 
success. 

Coming out of the Hall of Science on a warm Sun- 
day afternoon, a rather plump matron tetered along on 
her two-inch heel pumps. She spied a bench seat. Her 
first act, after flopping down, was to yank off her shoes 
and start fanning herself with them. I watched her 
for a minute, then saw her eye catch the signs in the 
Dr. Scholl exhibit. Then she beat it in her stocking 
feet for this haven of comfort. 

Strange as it may seem, there were only two spots 
in these thousands of acres devoted to the one thing 
that was on most people’s minds—their feet. The 
Scholl exhibit had a corps of trained men willing and 
anxious to discuss foot troubles after an X-ray exami- 
nation. 

Over on the Science Bridge, the Walter T. Dickerson 
Shoe Co. had a complete women’s shoe store with a full 
stock of shoes. They, too, had a very fine group of 
capable experts, well skilled in the art of corrective 
shoe fitting. 
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PROGRESS 


A number of Chicago shoe buyers have told me 
that they believe the decided trend toward low heel 
shoes for women is directly traceable to the experience 
of the millions of women who have milled around the 
fair this year and last. There is a lot more I could tell 
you about the fair, but will leave this one thought with 
you. All the girls in the Peep Shows of the many vil- 
lages wore shoes, the only exception being Sally Rand. 
She went barefooted. 

So much for the Century of Progress. Now I want to 
tell you of a long talk I had with D. F. Kelly, execu- 
tive head of the great Fair Store. We seem to be run- 
ning to fairs, but after my conversation with Mr. Kelly, 
I formed this conclusion: The real competition faced 
by most retail shoe merchants is not from their sup- 
posedly ancient enemy—the chains—but from the 
progressive, aggressive department stores who are tak- 
ing the initiative in supplying the community with 
dependable merchandise, ‘fairly priced, in most attrac- 
tive modern surroundings. That’s where your competi- 
tion is—believe it or not. 

In 1929, the shoe departments in the Fair were not 
as attractive as they are today. Open displays of shoes 
piled high on tables. Jobs. Close-outs. Promotions 
nearly every day. 


In 1934, much to my amazement, I find a fine series 
of shoe departments, all smart, cheerful and, what’s 
more, filled with customers. I asked Sol Katz, the buy- 
er, the reason for this transformation. He smiled and 
said: “You’d better see Mr. Kelly.” 

So, facing the president and general manager of the 
great Fair Department Store, in his private office, I put 
the same question to him. He said that he could answer 
that in two minutes. But it took him all of an hour 
after he got fully warmed up to his subject, during 
which time he personally conducted me all over the 
store, even though there were a dozen people waiting 
to see him on highly important business. 

D. F. Kelly is one of the recognized authorities on 
merchandising in this country. Shoe and dry goods 
gatherings figure it a feather in their caps when they 
can induce this man to talk to them. R 

The big thought that I got from Mr. Kelly, and which 
I add to observations already made, is that independent 
shoe merchants had best follow the lines of action laid 
down by the great department store heads. 

Kelly attributes the lack of success to the lack of 
original thinking. The independent merchant must 
think and continue to think. He must realize his obli- 
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A running story of shoe retailing today on 
the Main Streets of America as observed 
by HARRY R. TERHUNE, Field Editor of 
BOOT AND SHOE RECORDER. What the 
Century of Progress did for the shoe 
business and what department stores are 
doing to specialty shoe shops. 


gations to the other man in business and be square 
with him. 

It was a year ago when Mr. Kelly sensed the down- 
ward trend of prices was not making good consistent 
customers for the store. He felt that the shoe depart- 
ment was possibly the worst offender, so should be the 
first to reform. An outstanding store architect made 
plans for the shoe department as it now exists. The 
junk was transferred downstairs overnight. New lines 
of shoes were added to the four new colorful shoe de- 
partments, color harmony being the dominating thought 
in this renovated department. A 20 per cent increase 
in business is worth anyone’s time and thought. 

While we are on the department store subject, let’s 
put this finding in the record: Right now people are 
coming in asking to be fitted to a pair of shoes. They 
are not asking for a pair of $4.85 or $6.50 shoes, but 
say that they wish to be fitted. At least a dozen buyers 
have told me of this same trend. 

Price tag arranging of merchandise is not clicking 
any more. The sale now hinges on quality or style, 
not price. Too many buyers were out hunting for bar- 
gains for their trade when they should have been hunt- 
ing for style. Some have discovered the error of their 
ways. It is a pleasure to sit in with them, for it is 
some relief not to hear so many tales of woe. 

It is rather sad to see some erstwhile clever buyers 
go wrong trying to compete with the $1.95 and $2.65 
chains by buying bankrupt and close-out stocks, True, 
they give the public quality shoes at a low price, but the 
public does not buy the junk, as it has no style. Women 
will buy style shoes at the chains before they will buy 

[TURN TO PAGE 56, PLEASE | 
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AMAZING SUCCESS 
RED CROSS SHOES 


MAKES BIG NEW PLANT NECESSARY 


Nation-Wide Demand Forces U. $. Shoe Corporation 
| To Greatly Enlarge Manufacturing Facilities 


Here, in the big, additional day-light factory, 


where more employees will soon be at work turn- RED 
ing out Red Cross Shoes to supply the growing CROSS 
demand. No plant in the United States will be SHOES 
better equipped to turn out quality shoes. : i 
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| = day the papers were signed for this great new plant, the U. S. mail carried the 
announcement to every part of the land. It was front page news in many cities. For here 
was a shoe manufacturer so busy he had to double his capacity. What a great tribute 
to the salability of Red Cross Shoes! 


Red Cross Shoes knew no depression. Month after month, year after year dealer orders 
poured in—sales grew by leaps and bounds until the plant capacity was taxed. And now an 
additional plant is ready with 167,000 feet of day-lighted operating space on one floor. All ready 


to make timely deliveries next spring. 


If you handle Red Cross Shoes, this is great news. It means prompt deliveries in the future. 
The largest factory of its kind in America. If you do not handle Red Cross Shoes, this is 
great news, too—for there’s room for you in the profit parade of merchants who are marching 
to success with this great line. And what a line for you! A super-value, feature-full, custom-fitting 


line— backed by dominant national advertising. 


A C T | 0 N W A N T E D aon write! a Wecan now offer the valuable Red Cross Shoe franchise for 


spring, 1935, to some additional merchants in territories without representation. Write—right now. Let us put the 
Red Cross Shoe proposition before you. Let us show you how an adequate stock of Red Cross Shoes, intelligently 
merchandised, will mean bigger profits for you. More than 1500 of the smartest merchandising men in this country 
recognize Red Cross as the most profitable line in their store. Hurry—don’t let someone else beat you to this opportunity. 


THE UNITED STATES SHOE CORPORATION e Cincinnati, Ohio 


SHOE CORPORATION | | 
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No small problem is facing the retail merchant of 
America, in the possibilities of legislation by the in- 
coming Congress on the theory of the 30-hour week. 
The idea, fundamentally, is to make 30 hours the max- 
imum work period the country over. As the plan now 
stands, unemployment would be legislated out of ex- 
istence by the compulsory 30-hour week. Undoubtedly, 
Congress is to be informed by business men the coun- 
try over, that the NRA has broken down and that some- 
thing or “nothing” must be set up to take its place. 
Whether the panacea is to be put into effect when the 
present codes expire next June, or is to be superimposed 
on all business as soon as it is legislatively possible, 
remains to be seen. 

We need to send out no questionnaire or make no 
exploratory research to establish the fact that the re- 
tail shoe merchant is violently opposed to any 30-hour 
set-up as it applies to his own business. He is like- 
wise opposed to it in the industrial field because of its 
effect in forcing higher prices. Basically, legislation 
of this character rests on a school of economics that 
believes that scarcity makes for higher prices and pros- 
perity. 

The Brain Trust developed such radical ideas as re- 
stricted output, crop destruction, bonuses for not rais- 
ing hogs and many other schemes to develop an age 
of scarcity. The reason shorter hours were put into 
the codes was along that line of economic thinking. 

Much of the wealth of this country was built up in 
the period when economics of scarcity made a market 
for the maker, so basically, the idea was to rebuild a 
seller’s market. The prosperity machinery of the old 
days was to be again made possible by laws and regu- 
lations that would manufaeture scarcities, thereby in- 
creasing prices. The hope was that people would buy 
on a rising market. 

Now we shall have to decide, without undue delay, 
whether we are to hold to this theory of developing 
scarcities, no matter what the consequences, or whether 
we are to change our thinking in the hopes of increas- 
ing the possibilities of purchasing power through a 
philosophy of plenty. If the toiling millions can be 
convinced that greater happiness can be found by the 


Are You for Scarcity or Plenty? 
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possession of more and more things, then the desires 
and hungers for comfort, convenience, sports and rec- 
reation will create a new method of thinking. 

The production of an abundance carries with it the 
idea of greater purchasing power. In an age of scarcity 
the poor may have to endure their lot, but in an age 
of potential plenty, the betterment of living standards 
may be as important an accelerator of business as any 
artificial method of increasing the price of things by 
the theory of scarcity. But for the public to have 
plenty, it must either get higher wages or must pay 
less for what it consumes. Things not dollars are,what 
people consume. 

Our capacity to produce has not kept pace with our 
capacity to consume. We have learned to make things 
faster than we have learned to use them. It is all 
summed up in what Glenn Frank, president of Wiscon- 
sin University, has to say: 


“To me, the most disturbing fact of the time is the number 
of Americans, in high position and low, who are falling victim 
to a defeatist mood, apparently assuming that progress has come 
to a dead end, that science and technology have been too effi- 
cient in producing a limitless output at low prices, and that the 
thing to do is to plan a lesser output at higher prices. 

“To restrict production and to raise prices as a general policy, 
is, to me, not liberalism but reaction, not statesmanship but 
surrender, not creative advance but cowardly retreat. That way 
lies the subsidizing of inefficiency. That way lies the sabotage 
of superior management that knows how to bring both the cost 
of production and the price of products down. That way lies a 
permanent and perilous lowering of living standards for the 
swarming millions. It was not for this that the pioneers builded 
their blood and sacrifice into the foundations of this republic. 
More goods at lower prices, not fewer goods at higher prices, 
is the logical goal of an age of science, technology and power 
production. 

“To me, it is incredible that, in a world of tragically unfilled 
human need, we should now set out upon the Quixotic attempt 
to increase welfare by destroying wealth or declining to 
create it. 
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DISHONESTY 


will INCREASE your 
sales 1% to 3% 


Sales personal dishonesty is a constant drain on 
your sales and profits . . . an invisible tax that 
costs you 1% to 3% of your sales volume. 


Stop paying this tax . . . prevent dishonesty . . . 
earn that 1% to 3% instead of losing it. 


You can prevent dishonesty . . . through Will- 
mark. Willmark constantly checks back on the 


Explain fully how Willmark stops sales personnel dis- 
honesty and quote rates for your service, without 
obligation. 


250 WEST 57" STREET 
Available in 


activities of your sales personnel . . . detects 
those who persist in their dishonesties . . . cor- 
rects irregularities that inevitably lead to theft. 


Our program of testing, teaching and correcting 
makes your sales people Honesty-Conscious. It 
drives up standards of efficiency . . . and opens 
the way for greater sales and greater profits. 


WILLMARK SERVICE SYSTEM INC. 


Builders of Personnel 
NEW YORK CITY 


every city in the United States 


When writing advertisers please mention Boot and Shoe Recorder 
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National Shoe 


ASSOCIATION NEWS 


AND TRADE VIEWS 


Toward An Era of Broad 
Expansion 
With Trade Associations for a Guide 


Remarks from a recent address by P. A. O’Connell, 
President of E. T. Slattery Company, at Boston 
University. 


E big problem faces the industry of retail distribu- 

tion during the coming year. That problem is to 
keep prices of consumer goods from advancing faster 
than consumer buying power. That the general trend of 
commodity prices will be upward seems inevitable. 
Prospects of a broad expansion in the use of credit, high 
taxation, higher labor costs, attempts at price-fixing, and 
a general improvement in business as a whole are indi- 
cated and all point toward higher levels for commodiiy 
prices. 

The outlook for a rise in prices in itself is favorable, 
but in such a period the tendency is always for whole- 
sale prices to rise faster than the increase in buying 
power of the consuming public. When this happens, 
the retail merchant is caught between two millstones. As 
the agent of the consumer his task is to provide good 
merchandise at prices the consumer can pay. Since the 
average retail net profit, even in prosperous times, is 
never more than 1 or 2 per cent, and in recent years has 
not existed at all, the retailer has no opportunity to 
absorb any difference between wholesale price levels and 
consumer buying power. His two courses of attack on 
the problem must be: (1) To prevent as far as possible 
all action that tends to raise manufacturers’ prices more 
than is actually necessary; (2) to take every step pos- 
sible to reduce the cost of retail distribution. The 
specific help which retailers will require of their trade 
associations during the coming year will fall almost 
entirely in these two classifications. 

Since the consumers themselves are not organized, the 
task of fighting through these corrections in the codes 
must fall primarily upon the retail organizations—in 
other words, upon the manager and executive staff of 
the retail trade associations. 

The struggle to keep down expenses of municipal, 
state and national governments, thereby preventing ex- 
horbitant taxes which have to be added to the price of 
consumer goods, must be carried on primarily by the 
trade associations; not that business concerns have any 
more at stake than the rest of the taxpayers, but simply 
that they are the ones who see most clearly the danger 
and are organized to fight it. 


Topics for Weekly Store 
Meetings 


G OOD selling psychology is the result of training 
and experience. Are you improving the sales tech- 
nique of your shoe salesmen with weekly discussions? 
The N. S. R. A. offers 10 problems in this column each 


issue. 

11. How shall we answer the question, “What causes flat feet?” 
If someone says, “shoes,” ask him to quote specific cases. How 
can we correct flat feet with shoes or arch supports? 

12. What are the distinctive selling points of our brand of 
arch support shoes? 

13. High pressure vs. low pressure salesmanship. (There are 
two sides to this question.) If we sell only those who buy with 
no urging we won’t do much business. If we urge them too hard 
we drive them away. Where is the dividing line? Which is 
the greater fault? 

14. How far does our responsibility for fitting extend? When 
a customer insists on a misfit shall we (1) refuse to sell her, 
(2) sell her with a warning or (3) just let her have what she 
wants with the least possible unpleasant arguments? 

15. How can we prevent a customer from becoming undecided 
and saying, “I guess I’ll look around”? However, when she says 
that, should we (1) continue to work on her, (2) let her walk 
with a smile or (3) turn her to another man? 

16. How can we sell more items to each customer? If it takes 
all night drive home the difference between a question that sug- 
gests a negative answer and one that invites a positive response. 
“You don’t want any hose today, do you?” demands “No” for 
an answer. “Smoketone stockings would be just the thing for that 
shoe, don’t you think?” puts a positive answer in her mouth. 

17. How much should we tell the customer about foot anatomy 
and shoe construction? People come to us because we are 
experts in those lines. Granted. Yet, is it not true that when 
once a customer becomes an “anatomy hound” he becomes almost 
impossible to sell? Does it make selling harder or easier to tell 
a customer he is hard to fit? Is it advisable or necessary to tell 
everything we know—or think? 

18. Opening the sale. What expressions are good in greeting 
a customer and what are bad? Should every foot be measured? 
Show what price first? How many styles? Pairs or single shoes? 
Early in the sale is it a good policy to ask, “How do you like 
this shoe?” Or is it better to go ahead and demonstrate the 
shoe, keeping an alert eye open for the customer’s reaction? 

19. Closing the sale. When we have fitted the customer sat- 
isfactorily what tactics will hasten the decision? What tactics 
will delay it? What should be done when customer says, “I'll 
take it’? Where is the dividing line between showing too many 
shoes and too few? Should the hosiery suggestion be made be- 
fore or after the shoe sale is closed? 

20. What is the hardest type of customer and how should she 
be handled? The looker, the one who can’t decide, the battler, 
the know-it-all, the bargain hunter, the high hatter, the gusher, 
the one who has a “peculiar” foot? 


R.S. V. P. 


WHAT TOPICS CAN YOU SUGGEST 
FOR THE N.S.R.A. CONVENTION? 
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Retailers Association 


Convention Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 


AN INVITATION 
To Every Progressive Retailer 


Dear Shoe Merchant:— 
CAN YOU COME TO NEW YORK CITY IN JANUARY? 


Your Association is holding its 24th Annual Shoe Convention 
in New York City—“The Isle of Inspiration”—January 7th to 10th, 
1935. 

This great meeting of all the factors of the shoe industry— 
retailers, manufacturers, stylists, last makers, accessory makers— 
will bring the latest in footwear and the latest in footwear knowledge 
to the attention of all who attend. . 


CONVENTION CITY AWAITS YOU! 


This is an opportunity for you to take an active part in the 
business forums and round-table discussions. Your Association will 
be appreciative and honored if you participate. 

Last year more than 8000 shoe men attended the Retailers Con- 
vention. This year we hope to offer even a greater Convention— 
greater in industry representation—greater in educational back- 
ground—greater in value to you as a shoe merchant. We really 
believe that you will profit in every way if you attend this in- 
spirational showing of Spring and Summer shoes. 


COME TO “THE ISLE OF INSPIRATION!” 


If you think you will be able to attend this great shoe conven- 
tion in New York City, fill in the blank and mail it to Headquarters. 
This does not obligate you in any way. Your Association merely 
wants an indication of your support. 

Convention Days— 
Heartily, 
JOHN J. HOLDEN 


We accept your invitation to the 24th annual convention of the 
National Shoe Retailers Association to be held in New York City, 
and believe that we shall attend. 


Commendation of Drought 
Policy From the Shoe Mer- 
chants Council of New York 


Hon. Franklin D. Roosevelt 
White House 

Washington, D. C. 

Sir: 

The government is to be commended 
for its decision to withhold from selling 
or processing at this time, hides taken 
from government killed cattle, due to 
the drought, now in possession of the 
Federal Surplus Relief Corporation. 

One hundred and twenty-five shoe 
dealers, comprising the Shoe Merchants 
Council of New York City, congratu- 
late you, and all other interested ex- 
ecutives, for not burdening tanners, 
manufacturers, jobbers, and retailers 
with the demoralization of their respec- 
tive businesses that would result if 
these hides were processed, manufac- 
tured, and sold as shoes and other 
leather commodities. 

As today’s surplus will be next year’s 
shortage, we are hopeful that the Fed- 
eral Surplus Relief Corporation will re- 
lease their stocks gradually into the 
regular markets and through estab- 
lished tanners and manufacturers, as 
well as retailers, as prevailing stocks 
decline and the need for bolstering up 
the supply of hides becomes evident. 

As you well know, established re- 
tailers are adequately equipped with 
trained salesmen to properly and _ in- 
telligently fit shoes. Evidence that 
cities and state governmental agencies 
are distributing shoes not only lacks 
the safeguard of proper fitting and ser- 
vice, but by duplicating the facilities of 
established shoe merchants, seriously 
retards recovery as well. 

Respectfully yours, 
Shoe Merchants Council Inc. 

of New York 

J. L. Atuem, Secretary. 


A copy of the above letter has also been 
sent to—Harry L. Hopkins, Federal Emer- 
gency Relief Administrator; Thomas Hib- 
ben, Acting Administrator of Federal Re- 
lief; Henry M. Wallace, Secretary of Agri- 
culture, also to Governor Lehman, Mayor 
LaGuardia, and Senators Wagner and 
Copeland. 
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Make the Shoe Store a Gift Shop 


[CONTINUED FROM PAGE 21] 


inside and out. Put the atmosphere of 
Christmas into your advertising. Fill 
your windows with Christmas cheer. We 
show an idea for an original Christmas 
shoe store promotion and tell you how 
to produce it. It is simple and inex- 
pensive, but bright, colorful and effec- 
tive. And different from the ordinary 
run of Christmas promotion ideas. It 
includes a window display background, 
two interior displays and three news- 
paper advertisements. Newspaper ads 
and window background tie up closely 
with one another, and the entire pro- 
motion is coordinated to arouse the in- 
terest of customers through ads and 
windows, lead them into the store and 
up to the point of purchase. Few peo- 
ple realize the many items of gift 
merchandise for sale in shoe stores. The 
interior displays bring the various items 
directly to the attention of the shopper, 
once you have succeeded in attracting 
her inside the store. 

To build the window display back- 
ground, cut three panels of wallboard 
of dimensions required by the size of 
your window. Hinge these together 
with heavy white paper or cloth. To 
reproduce the illustration, rule off the 
wallboard in squares as shown in ac- 
companying sketches and draw in the 
outlines with pencil or crayon. Figures 
and backgrounds can then be painted 
in flat colors. Use actual slippers to 
produce the merchandise display shown 
on the background, selecting one of each 
slipper style in stock. A better back- 
ground effect can be obtained with the 
use of the pantograph or a blown up 
photograph of background sketch. 

The following may be used as copy 
for the three newspaper advertisements, 
or special copy may be written to suit 


the requirements of the individual 
store: 


GIVE PRACTICAL GIFTS 
THIS YEAR 

Everyone likes to receive Christmas 
gifts that are useful. And what gift 
is more useful or practical than foot- 
wear? Slippers, hosiery, spats, over- 
shoes or any of the score of useful, 
attractive accessory items we are fea- 
turing for holiday time. 

If you are confronted with the sea- 
sonal problem of what to give, if you 
are perplexed to know what gift will 
please, drop in and look over our holi- 
day gift selections. The chances are 
you'll find the very gift you have been 
looking for. And we promise you it 
will be practical, and useful. 


MAKE THIS A PRACTICAL 
CHRISTMAS 

Of all the gifts that tradition asso- 
ciates with Christmas, slippers are 
among the most appropriate. They 
minister to comfort, relaxation and 
good cheer. They convey the note of 
personal thoughtfulness that makes the 
gift twice welcome. 

You'll find the Christmas slippers we 
are showing reflect the last word in 
fashion, at prices within the reach of 
every purse. 


GIVE USEFUL GIFTS 

Of all the gifts you might select for 
Christmas, footwear is the most accept- 
able. What man won’t be thrilled with 
2 pair of slippers? Or what woman 
will fail to find delight in new silk 
hosiery? Our Christmas stocks include 
any number of other articles that may 
prove the happy choice for you. 


Left: Design for window. 
background. Block off sheet 
ad bY — of wallboard in squares and 
4 IN 4 sketch in figures, as per in- 
| 
Ze An 
ALL 
Right: Design for Santa Claus silhouette 
to be used on interior Christmas display 


stand. See instructions above and illus- 
trations on page 20. Tray is cut out 
separately and nailed or glued in place. 
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With an Eye 
the Christmas Business 


[CONTINUED FROM PAGE 19] 


a good share of the hose sold for gifts 
for men, and as with slippers, bright 
colors will attract them. However, this 
year this is quite all right with the man 
who is ultimately to wear them, for 
this is to be a season of gay hose. 

We submit a selection of all-wool 
hose for Winter wear. First the pop- 
ular “fancy” which is perfectly safe 
this Winter. Then the Argyle plaid, 
which, incidentally, in the original, was 
very smart in a combination of gray, 
royal blue and vermilion. This is the 
type of hose almost any young man 
will want for Christmas. A _ good 
choice, too, would be the hand-clocked 
variety in both ribbed and plain, in 
smart brown and gray mixtures. This 
latter type of hosiery is very appro- 
priate to wear with the modified types 
of brogues that are selling so well this 
Winter, while the plaids are ideal for 
the heavier types of brogues and 
bluchers. 

The shoe tree is a very important 
number of our extra sales brigade. 
Illustrated is an ingenious pair—un- 
canny in their ease of operation and 
very effective in their use, offering a 
real opportunity to get that additional 
sale that will make a profitable day 
still more profitable. 


Tailored Pumps 


Los ANGELES, CALIF.—Pumps in neat 
tailored effects are proving popular at 
the I. Miller shop, 525 West 7th St. 
The racy, thoroughbred suits worn this 
Autumn have accentuated the demand 
for tailored shoes. 

Three numbers especially in demand 
are: (1) a cavalcade pump with high, 
patent covered heel; (2) a suede with 
alligator trim on tip and fox, sold in 
most cases with bag to match; and (3) 
the most tailored of all in appearance, 
a plain, slender, low heel suede pump. 


Sophistication in Seattle 


SEATTLE, WasH.—A bit of the Rue 
de la Paix is the remodeled I. Magnin 
& Co. store, on Seattle’s Fifth Avenue, 
to lend greater brilliance to the mer- 
chandising of shoes and women’s wear 
this Autumn. Grover Magnin, manag- 
ing director for the company on the 
Pacific Coast, directed the extensive re- 
decorating program that gives the 
smartest, most sophisticated Parisian 
touch to the street and second floors, 
new fixtures, island-type show cases, 
and display set-ups having been in- 
stalled. 


Visits Atlantic City 

CINCINNATI.—Miss Alice Englehardt. 
secretary and treasurer of the Potter 
Shoe Company, enjoyed a vacation in 
Atlantic City recently. 


| 
| 
| 
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The continually rising sale of men’s 
Kangaroo street and dress shoes is due to 
just three factors: 

1. The qualities and characteristics of 
this superb leather: {its comfort, lightness 
and flexibility, the fact that it is the strong- 
est leather of its weight because of its 
closely interlaced fibres, that it takes a 
high, brilliant polish.) 2. A growing con- 
sumer interest in Kangaroo: (men every- 
where, from one side of this country to the 
other and from the Canadian to the Mexi- 
can border line, are learning of these quali- 
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ties.) 3. The merchandising and advertis- 
ing ‘natural’ that Kangaroo offers aggres- 
sive retailers: [{‘‘A strange animal from 
far off Australia, and a superb leather tan- 
ned in America’? is a sales story with real 
attention getting value for your advertis- 
ing and display departments.) 

Hitch your sales curve to genuine 
Kangareco! Tanned in America by the 
Surpass Leather Company of Philadelphia; 
the Richard Young Company of New 
York; and the Ziegel Eisman Company 
of Boston. 


N 
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Why Not “Play” 


the Horsemen? 


[CONTINUED FROM PAGE 23] 


Nor is this type of business strictly 
confined to the men, for women, more 
and more, are becoming “horsemen.” 
This horse idea can successfully be 
promoted by junior departments, too, 
since among the people of better means, 
it is quite the thing for the younger 
generation, particularly the young boy 
and girl (from 10 to 14 and 15) to 
have a complete riding ensemble. We 
suggest also a line of accessories to 
go with this riding merchandise. These 
items require very little investment and 
because of their sporty quality and gay 
coloring, they often sell themselves, 
even to customers who are not strictly 
interested in riding equipment. 

We illustrate an English wool scarf 
in hunting yellow, strikingly hand 
blocked, with tiny fox terriers in brown. 

To complete the ensemble, the En- 
glish crepe pocket handkerchief in 
nigger brown with canary yellow dogs; 
also, a tie of a hunting yellow, this time 
figured with horses’ heads in a bright 
sorrel color. This is the sort of mer- 
chandise that can be sold with very 
little extra effort on the part of the 
retailer. While we do not recommend 
its extensive promotion in the smaller 
types of stores, it is safe for those who 
are doing a business of a quality that 
is just a trifle better than the average. 

Perhaps, the salient point of all this 


merchandise for the horseman is the 
fact that it lends itself so well to dis- 


‘play. It makes up beautifully on a 


show case and lends character and dis- 
tinction to other merchandise being 
shown, at the same time giving an air 
of distinction to the department in 
which it is being displayed. 

We have chosen from an almost 
limitless selection of riding equipment 
several items which we feel are for 
this type of promotion. Illustrated you 
will see a high-grade brown calf riding 
boot, hand budded and set in front with 
straight leg and graceful roomy last, 
a boot that will sell itself immediately 
to any equestrian. 

The spur is an English half-round 
type made of a rust-resisting material. 

The jodhpur is a brown calf of the 
very safe and easy to fit strap variety. 

The boot equipment which we show 
is a patented aluminum boot tree of 
the very latest English type, non-rust- 
ing nickel boot lift that will greatly 
assist in putting on well fitting boots 
perfectly. 

We also illustrate a boot jack which 
comes equipped with a button hook and 
a boot hook folding up into a very con- 
venient shape. No purchaser of rid- 
ing boots will want to be without a 
good grade of saddle soap. 


Enthusiasm Sells 


Christmas Goods 


[CONTINUED FROM PAGE 14] 


It is felt that in order to do a volume 
business on hosiery in a store selling 
shoes within the price range carried by 
Smith, the three pair price must be 
kept under $2.00. Rather than play 
several numbers, the selling plan for 
this year calls for concentration on one 
good number. 

There are practically no hosiery 
novelties worth considering this year 
in the popular priced shoe stores. Two 
weights are required, a good service 
weight and a chiffon. The store car- 
ries their regular hosiery set-up but 
experience has proved that they get the 
best results during Christmas time 
when they plug on one good number. 

The proven theory back of this is 
that during the Christmas selling sea- 
son, a shoe store cannot promote a lot 

- of things exceptionally well. They can 
promote a few outstanding items re- 
markably well. The point that Smith 
_ keeps in mind is that he is not trying 
to sell his entire hosiery department in 
his Christmas promotion, but just one 
outstanding number. Salesmanship in 


the store will sell the regular stock. 
Number three in importance is hand- 
bags. The Smith Shoe Store has sold 
hand bags for several years, so that 
they know that a tremendous job can 
be done ori them. Many stores have 


x 


had a line or two of hand bags at 
various times but lost out as they did 
not carry the right prices or kinds. 
Hand bags now are out of the specula- 
tive class, even out of the suggestive 
selling class. Women accept shoe stores 
as the natural place in which to buy 
bags. 

Some bags are sold at $3.50 and even 
$5.00, but the Smiths are concentrating 
on the $1.00 retailers. They have found 
very little action in the $2.00 bags, as 
those selling at half that price suit their 
public very well. With a fairly wide 
selection of styles in harmony with 
the shoes carried, and with good win- 
dow and interior displays, the store 
knows that it will make some real 
money this year on hand bags. 

So much for the women. There is 
not very much to be done on findings 
during the holiday season. Next is the 
children’s selling. 

A very short line of novelties is 
needed in the slipper department to add 
atmosphere and life to the selling. 
Leading would be the rabbit and lamb 
trimmed numbers. 

Aside from the regular types of 
shoes, parents very often indulge chil- 
dren in buying impractical types of 
shoes as pumps or evening ‘slippers 
which a child may have its heart set on. . 
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A big item in the boy’s department 
at this time of year are the scout boots 
with the knife in the side. Parents 
too can talk boys and girls out of buy- 
ing them dancing slippers in any morti 
of the year, but in December there is 
a strong tendency to loagsen up a bit. 
It is well to remember that parents and 
grandparents will spend more for chil- 
dren’s shoes during the holiday season 
than at any other time. Make this 
point clear to salespeople, too. 

In spite of all the efforts to make the 
selling of men’s slippers a year round 
proposition, fully 80 per cent are sold 
at Christmas time. Slippers will last 
the average man a full year, so the 
chances of a successful slipper business 
are always good. 

Stocks will be at the peak by Novem- 
ber 25 in the Smith store. They an- 
ticipate that their best sellers will be 
in the leather soles, with patent leather 
as the No. 1 item. Brown kid will come 
next, followed by blue and red. Prices 
will range from $1.95 to $3.00. 

One thing that this store keeps in 
mind is that women buy 100 per cent 
of the Christmas slippers for men. 
They like the shiny patent. Some 
padded soles will be sold in brown, plus 
a few black and a few lamb lined. 

Some spats will be sold, but fewer 
than last year, it is anticipated, on 
account of the increased sale predicted 
in wool hose. 

Next in importance is hose. A shoe 
store can do a real job in men’s hose. 
Here the story told in the women’s 
hosiery department can be repeated; 
one outstanding hose featured, say 
three pairs at $1.00. Keep in mind the 
new novelties in light weight wools and 
the rabbit’s hair which sell at 50c. 

Along with the hose, the Smith store 
will show a good assortment of ties 
for the men. Real men’s patterns, not 
“Christmas” ties. Only one price will 
be carried, a line at 65c. One group 
of solid colors and three ranges of pat- 
terns will do the trick. These ties will 
be sold on the “2 pairs for $1.25” basis, 
attractively packed in Christmas boxes. 

Staple shoes and shoes from the reg- 
ular stock may be projected into the 
Christmas selling. Men’s regular shoes. 
riding boots or hunting boots come 
under the same heading as outlined in 
kid dancing slippers. The family knows 
the husband wants a pair of hunting 
shoes, and will see that he gets them. 

; There are always several patterns 
in arch shoes which sell during the 
holiday season when they are drama- 
tized right. Cards telling that mother 
should have a pair of these shoes for 
street and house wear will make sales. 

Extra business will be picked up in 
the growing girls section through at- 
tractive window displays which tel! 
“Daughter will appreciate a pair of 
these sturdy Campus oxfords.” Low 
heel evening slippers always get a goo: 
play this time of year from both th 
younger girls and the older women. 

The regular stock in the women’ 

[TURN TO PAGE 38, PLEASE’ 
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4 Introducing 
| VA NEWDeLie 


LATEST AND GREATEST CONTRIBUTION| 
TO FOOT RELIEF AND COMFORT Zino-pads 


N EWA. Aue 


Zino-pads 


Put one on—the™ pain is gone! 


wasting Waterproof. Don Flesh color. Soft, Extra Protective. Veluety-soft, flexible 
SORE TOES and HAMMER TOES tiv sn Gretest contribution to 


New De Luxe Dr. Scholl’s Zino-pads! 
7 By all means try these new, soothing, healii and feel the amazi 
All Th A d d d F t relief you get the oe ‘ou apply ad to sting trbing none 
tender joints, paii louses or sore toes. w t! i mis 
ese ures and beautify the feet. These smart, thin pads 
with their soft, flexible, Skintex covering are flesh color. They blend with 


And Extra Value For Your 
Customers At No Extra Cost! The New De Lave Dr, protect Your fer fom 


tion and pressure; make new or and 
corns, sore toes and blisters. Use 1! cushioning pa 
Spectal Sisee—THICK the separate Medicated Disks, in- 


NEW FLESH COLOR COVERING cluded in every box, to quickly 


The new velvety-soft, flesh color water- 
proof Skintex covering insures smooth- : 
ness, comfort and invisibility under the 
sheerest hose. 


WILL NOT STICK TO STOCKING 


The new construction prevents sticking to 
the stocking and gives greater cushioning 
and protective qualities . . . removes shoe 
friction and pressure . . . gives instant relief e 
to Corns, Callouses, Shaan Soft Corns, Zino- ads 
Hammer Toes and Tender Spots on toes ee 
or feet. | 


WATERPROOF Reproduction of the type of advertising appearing on the 


New De Luxe Dr. Scholl’s Zino-pads 
The New Improved Dr. Scholl’s Zino-pads are water- 
proof ... will not come off in the bath. FORTY MAGAZINES 
For Quick, Safe Removal of Corns, Callouses, Soft with 40 million Circulation and hundreds of News- 


Corns, Dr. Scholl’s Medicated Disks, to be used incon- papers are bringing the New De Luxe Dr. Scholl’s 


junction with Zino-pads, are included in each box. Zino-pads before the Nation! 
The above reproduction of a half page advertisement on the 


SPECIAL SIZES — THICK New De Luxe Dr. Scholl’s Zino-pads appearing in the October 


issue of the Ladies’ Home Journal, is the type of copy we are 
In addition to the Standard Sizes THIN, the NEW _ “leasing to the largest list of magazines ever used by us. This 
De L Dr. Scholl’s Zino-Pad ‘ . owerful cam aign will produce business for every dealer in the 
e Luxe Dr. Scholl's 4ino-ads are also made in and. Get ome ‘or it NOW—Place your order TODAY! 
Special Sizes THICK for removing pressure and fric- THE SCHOLL MFG. CO., INC 
tion of shoes in exceptional cases where standard sizes Wood's Longest Malone of Feat Confer cud: 


are not of sufficient thickness. 213 W. Schiller St., Chicago 62 W. 14th St., New York 
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| REMOVE CORNS AND CALLOUSES 
W In addition to the regular thin sizes, Dr. G 
Scholl has perfected a series of the New De “ 
ES toes, very large joints and thick corns and - 
28 callouses. They remove pressure and friction 
For Bunions 
For Soft Corns 
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Christmas Selling Windows 


[CONTINUED FROM PAGE 24] 


Take ordinary one inch by two inch 
lumber, paint this silver and use it as 
a moulding around the panel. If pos- 
sible have panel set away from back- 


Considerable more action can be ob- 
tained in selling these items through 
grouping two or more at one price. 
Take, for example, some high light, 
free selling article and price it with 
one that is moving rather slowly, and 
the combination will sell fairly free. 
Ties and socks make a good combina- 
tion as do socks and spats or an all 
leather set of suspenders, belt, garters 
and bill fold. There are any number 
of good salable combinations which any 
store can work out. 

Price plays an important part in 
Christmas displays. Many people have 
set aside a certain amount of money to 
spend for a certain person, so groups 
of combinations at $1.00, $2.00 or $5.00 
will always attract attention. Some- 
times it pays to make a unit display of 
combinations at one price and then 
again it may be well to vary the pace 
by a judicious mixing of prices. 

Use judgment in displaying acces- 
sories. There are remote instances 
where fellows who have jobs similar to 
mine—that is a combination retail shoe 
salesman and display man—who do 
not give the window job the concentra- 
tion of thought it requires. A man 
must not only think before he starts 
to trim a window but he must think 
as he does the actual job. 

Effective selling windows must show 
related merchandise. Light weight 
shoes call for plain thin hose, while 
heavy brogues demand heavy types of 
stockings. 

In order to make a good sales dis- 
play of merchandise other than shoes, 
the consideration of background panels 
is recommended. By means of back- 
ground panels, shoes and accessories 
are segregated. If a man is hunting 
for shoes, he can see plenty of shoes. 
If one is window shopping for gifts, 
plenty cf gifts can be easily found. 
One does not detract from the other. 

Every window has spots where 
panels can be used. The usual shoe 
store window allows for the use of 
three panels in each window. The cen- 
ter panel should be more or less of a 
striking eye-catcher, telling in a few 
well chosen words that the store has 
gifts. The burden of selling falls on the 
other two panels. This center panel is 
the hot spot, for it tells why a man’s 
shoe store is a logical place in which to 
buy gifts for men. 

A good, terse sales talk, copy of 
which should bear down hard on the 
theme of “Useful gifts are best,” will 
do much to sell practical gifts which 
are usable and wearable the year 
round. 

Excellent panels can be fashioned of 
good wall board, such as Super Corneli 
board. One treatment of a panel is 
to cover it with felt. Great care should 
be taken in selecting the exact green 
shade generally used in Christmas 
decorations. There are many shades 
of green but only one right shade. 


ground at least six inches. Do not 
fasten to the back, but support it of 
its own accord, so that the panel can be 
moved about. The thought behind this 
is to get away from flat appearances 
in the background. 

Take red felt, cut out in the shape 
of holly to use as decorations on the 
panels. Use this very sparingly, say 
just a touch at the top and bottom. A 
newer method of treating backgrounds 
is obtained by painting them with water 
colors. Any sign man can be brought 
in to do this job at very little cost, if 
no one in the store is gifted in letter- 
ing. 

[TURN TO PAGE 56, PLEASE] 


Sells Christmas Goods 
[CONTINUED FROM PAGE 36] 


department is pretty hard to tie into 
the holiday selling, other than in a 
general way. This year will see a large 
percentage of practical Christmas gift 
buying, so the store is planning a series 
of display groups based on this assump- 
tion. Stress will be made on the point 
of shoes being a most practical and 
acceptable gift. It will be made per- 
fectly clear that merchandise pur- 
chased will be gladly exchanged after 
Christmas. Customers will have the 
privilege of making a more personal 
selection if they should desire. 

It is the policy of the store to have 
a series of window and interior display 
cards reading “All gift merchandise 
appropriately packed in Christmas 
boxes if desired.” The expense of this 
is not very great as regular pure white 
paper 18 x 24 is used and the packages 
are tied with red tinsel twine or rib- 
bon. 
All through the Christmas selling, 
the Smith Shoe Store has a well co- 
ordinated plan. Even as this is being 
read, the exact window displays have 
been planned out. The exact place 
where each item is to be displayed in 
the windows and in the interior cases 
has been already settled. 

Starting immediately after Thanks- 
giving, the Smith store will not run 
any advertising without mentioning the 
giving of footwear as appropriate 
Christmas presents. Last year all the 
retail shoemen in Pleasantville did a 
lot of cooperative newspaper advertis- 
ing. They are planning to repeat that 
stunt this year at least four times be- 
tween Nov. 29 and Dec. 20. 

The store advertising plan requires 
that each advertisement for the first 
two weeks in December is to build up 
some particular item. After this time a 
well planned campaign on different 
classifications to be featured will be 
used. Small illustrations of all pro- 
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motional items always make the text 
more readable. 

Even the interior decoration of the 
store -has been planned. No attempt 
will be made to do a lavish overdone 
job, but a pretty dignified treatment is 
sketched out. 


Displays Should Pay Dividends 


This is one season of the year when 
the store’s display cases should be made 
to pay real dividends, Smith feels, so ne 
has planned a group display of all 
promotional items. He considers these 
displays to be not only a reminder to 
the customers, but to the salespeople 
as well. It has been found that extra 
good interior displays are a great aid 
in helping customers to arrive at quick- 
er decisions. Each case will have a 
small card stating the price of the 
articles displayed. Christmas pack- 
ages will be also shown. In other words, 
the interior displays will back up the 
windows in every detail. 

At least two store meetings are in- 
cluded in the store Christmas selling 
plan. The management feels that it 
is not enough that they know what is 
going on. They feel that the sales 
force must know what is to be accom- 
plished, why certain merchandise was 
bought and what the proper approach 
to customers on the specialty items 
should be, in order to bring about the 
extra sales desired. 

When a salesman has been told all 
this in the right way, he in turn con- 
veys this to his trade, especially his call 
trade who may not buy at the moment, 
but who will retain the impression and 
buy later in the Christmas season. 

The attractive interior of the store, 
Smith knows, will go a long way in 
putting his selling force in the right 
frame of mind. The store meetings 
which he plans to hold will develop that 
spirit and enthuse the staff. 


Contests Help Sales 
Some form of contest is always held 


during the month of December with 


the paying of the prizes the night be- 
fore Christmas. Suitable rewards for 
the salesman making the _ greatest 
amount of earned sales always pro- 
duces good returns. Daily interest is 
sustained by posting of a daily bulletin. 
This will tell the force how each stands, 
and as they know that the boss posted 
it, they know he is watching. 

In the past Smith gave liberal Christ- 
mas gifts in cash to his boys, but he 
has found that by being generous in 
contests and arranging it so that all 
will share according to what they pro- 
duce, that he will get some real results. 

In summing up the entire holiday 
selling plans, Smith said that if a shoe- 
man is not willing to devote a sufficient 
amount of time to proper preparaticn 
plans, detailing out each move in aid- 
vance, he had best pass up the entire 
proposition, and let the other fellow get 
the business and the profits. 
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AN ADVERTISEMENT BY THE 


ROBERTS, JOHNSON & RAND 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 


JOE, WHATS HAPPENED TO THE 
CHILDRENS SHOE BUSINESS? 


WHATS HAPPENED TO IT2 LISTEN, 
BILL,SINCE WEVE HAD POLL ~ 
PARROT SHOESWERE DOING 
AREAL JOB IN OUR CHILDREN'S 
DEPARTMENT. THE FOLKS AT 
RJ&R.PUT US NEXT TOA GOOD 
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JOHN SLATER 


NEW YORK | 
ORGANIZES 
For JANUARY 


P LANS for the 24th annual convention of the National 
Shoe Retailers Association, to be held Jan. 6 to 10, 
1935, were definitely launched at a meeting of shoe 
buyers and shoe merchants of greater New York held 
at the Hotel New Yorker on Oct. 19. 

John Slater, president of J. & J. Slater and Son, and 
the Dean of New York shoe men, was appointed chair- 
man of the convention committees by Pres. M. A. Mit- 
telman of Detroit. Mr. Mittelman, in appointing Mr. 
Slater, said: “Mr. Slater has been vitally concerned 
with the problems of the National Shoe Retailers As- 
sociation since its inception 24 years ago. We believe 
that the shoe convention, to be held in New York City, 
Jan. 6 to 10, will be one of the greatest events in the 
history of the shoe industry, especially because we can 
depend on Mr. Slater and his years of experience in 
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hater Heads N.S.R.A. Convention Com- 
mittee and Receives Support of Leaders 


the shoe field. It is an honor to offer this position to 
one who has been a mainstay in retail association and 
retail convention work.” 

Mr. Slater, in acceptance of the position of general 
chairman, was welcomed by the cheers of the shoe buy- 
ers and shoe merchants of Greater New York, who of- 
fered him their support in preparation for the coming 
shoe convention and exhibit. 

Mr. Slater said: “I want to thank you for the honor 
conferred upon me and I believe that with the support 
of the shoe buyers and retailers of New York, we will 
offer to the shoe industry of America the greatest con- 
vention for progress to start the new and better shoe 
year of 1935. 

“New York is a most hospitable city and promises a 
welcome to shoe merchants that will be stimulating in 
its effects upon the betterment of the shoe business the 
nation over.” 

The Shoe Merchants Council of New York was off- 
cially designated as host to the National Shoe Re- 
tailers Association 24th annual convention by John 
Laycock, its president, who said: “New York City is 
happy to invite the shoe retailers of America to hold 
their first eastern convention. We are sure we can put 
on a good meeting.” 

As a theme of the convention, John J. Holden, man- 


ager of the N. S. R. A.. has coined the phrase, “The 
_ Isle of Inspiration,” with the happy thought that the 


shoe industry needs more than merchandise—it needs 
ideals and inspirations for a new and better year ahead. 
Mr. Holden also said: “Within a day’s run of New 
York City lies the greatest potential shoe market in the 
world. In this district is to be found 50 per cent of the 
wealth and wages and retail buying power of America. 
It is time for a gathering of shoe men in the city that 
lays such a prominent part in the fashion and financial 
eadership of America. We are off to a good start for 
we have gathered together in this room the men who 
in their responsible positions lead and direct the foot- 
wear fashions. They have volunteered their services 
to make this shoe convention on the Isle of Inspiration 
of benefit to the shoe industry. It will profit every 
merchant to come to New York to get their counsel.” 
The General Convention Committee includes the fol- 
lowing: John Slater, J. & J. Slater & Son; Jesse Ad- 
ler, Adler Shoe Company; Max Deutsch, Max Deutsch 
Company; Benjamin F. Barmann, Barmann Shoe Com- 
pany; J. Lebowitz, The Coward Shoe, Inc.; Harry 
Rosenthal, Shoecraft, Inc.; Arthur R. Levine, Shoe- 
craft, Inc.; E. A. Dunne, Associated Dry Goods Cor- 
poration of New York; J. A. Zahne, James McCreery 
& Company; Ben Barnett, Weill & Hartman; Louis 
Sachar, Stern Brothers; John A. Byrne, Arnold Con- 
stable & Co.; Murray Schott, Julius Grossman Shoes » 
Corporation; Manuel Gerton, Saks, Fifth Avenue; 
Thomas F. Callahan, B. Altman & Co.; Charles L. 
Thompson, Oppenheim Collins & Company; Royal C. 
Weith, Abraham & Straus; Maurice Miller, I. Miller 
Sons & Co., Inc.; Charles H. Beale, Best & Company; 
Joseph R. Minco, Lord & Taylor; Harold R. Williams, 
Bergdorf & Goodman Company; Elmer Diemer and 
Roy T. Parker, Parker & Diemer, Inc.; John Laycock, 
Hanan & Son; Thomas J. Sheridan, John Wanamaker. 
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Lockstitch 
Shoes 


Discerning women who appreciate 


STYLE, VALUE and FLEXIBILITY 
have found satisfaction in this 


modern SEWED shoe. 


UNITED SHOE MACHINERY CORPORATIO 


BOSTON, MASSACHUSETTS 


ise 
4 
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BARBOUR 


FOR SHOES THAT TAKE PUNISHMENT 


IN THE FIELD OF HEAVY-DUTY SHOES inferior materials 
and shoddy substitutes spell grief, returned goods and lost 
customers. 

ROUGH, HARD WEAR and actual punishment is the expected 
fate of work shoes and the Nationally Famous Lines are made 
to “TAKE IT”. Heavy, serviceable uppers, solid leather inner- 
soles, overweight honest-leather outsoles and— 


GENUINE BARBOUR STORMWELT 
the only solid leather, one-piece welt of its kind in existence. 


INSIST UPON THE GENUINE 
MADE BY 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 


SOLE DISTRIBUTORS FOR ENGLAND—WELTING LTD., LEICESTER 


When writing advertisers please mention Boot and Shoe Recorder 


MAGNIFIED SECTION OF SHOE 
SHOWING GENUINE BARBOUR 
STORMWELT CONSTRUCTION 
NOTE RIB OF SOLID LEATHER 
SEALING THE INSEAM 
AGAINST MOISTURE. SUP. 
PORTING THE WALL OF SHOE 
AND STRENGTHENING CON. 
STRUCTION WHERE 
STRENGTH IS NEEDED. 
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What's Doing In the Shoe World 


SATURDAY, OCTOBER 27, 
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Protest Pennsylvania Shoe Relief 
Methods 


York Merchants Concur in Philadelphia Plea for 
Distribution Through Shoe Stores 


York, Pa—Members of the York 
Shoe Retailers Association at a recent 
meeting concurred in resolutions passed 
by the Independent Shoe Retailers 
Alliance of Philadelphia, protesting the 
present method employed by the State 
Emergency Relief board in distributing 
shoes to the needy. The organization 
feels that the shoes should be dis- 
tributed through retail channels, in- 
stead of direct from the board. 

The resolution, copied from those 
passed by the Philadelphia group, 
follows: 

“That, Whereas the members of the 
York Shoe Retailers Association have 
fully and at length discussed and re- 
viewed the present method of distri- 
bution of shoes by the Welfare Agencies 
of the State of Pennsylvania, 

“Whereas, attention is drawn to the 
fact that the unnecessary waste by the 
present established system, the great 
abuse and exploitation of the recipients, 
the rising cost to the tax payers, and 
the diversion of trade from normal 
channels which in turn tends to further 
depress industry and trade, are detri- 
mental to legitimate private enterprise. 

“Whereas, great loss of business has 
been sustained by the retail merchants 
of York, thereby jeopardizing their 
business stability and endangering 
their economic position. The continu- 
ation of such governmental policy will 
tend to force many shoe retailers into 
liquidation. 

“Whereas, this body after due con- 
sideration is fully convinced and can 
prove and demonstrate that a more 
beneficial distribution can be made to 
the poor and needy by the independent 
shoe retailer by virtue of their experi- 
ence and their ability to properly fit 
and handle the consumer and 

“Whereas, the independent shoe re- 
tailers through this body are ready to 
prove and sustain their contention that 
by such changes of distribution the cost 
and expense to the State will be greatly 
lessened. 

“Now therefore, be it resolved that 
this body known as the York Shoe Re- 


tailers Association by unanimous vote 
does hereby voice on record its opposi- 
tion to the present system of shoe dis- 
tribution by the State Emergency Re- 
lief Board and demands an immediate 
hearing before the board. 

“Be it further resolved that a de- 
mand be made by this body that the 
existing shoe retailers be employed as 
the means of distribution of welfare 
shoes. 

“Be it further resolved that a copy 
of this resolution be made a part of the 
minutes of this meeting and a copy 
thereof duly attested be forwarded by 
its secretary to the Governor of this 
Commonwealth, the Executive Director 
of the State Emergency Relief Board 
and all other authorities to whom 
proper attention of its contents be 
necessary.” 

Plans for the Winter sessions of the 
organization were outlined at the meet- 
ing. Many innovations, including a 
meeting at which the employers will 
be the guests of the employees, are in 
store for the members of the extremely 
active association. The officers plan 
to include more and more the employees 
in the functions of the body, in an 
effort to develop an even closer contact 
between store owner and worker than 
that existing now. 

The officers of the association, who 
presided at their first meeting since 
their election last Spring are, President, 
Cletus Reineberg, vice-president, Sam 
Greenfield; secretary, Charles Martin, 
and treasurer, Samuel Brueggeman. | 


CHALK LINE TEST 


Lynn, Mass.—The Melanson retail store 
here recommends the chalk line test for 
youngsters’ feet. The directions are these: 
Draw a chalk line on the floor, or the crack 
between two planks. Let the youngster walk 
this line on tiptoe with toes turned in, and 
heels turned out. He should walk as if he 
were trying to pick up the chalk line between 
his toes, and he should be able to walk the 
length of the line. If the child can't walk the 
” mt need of foot attention is indicated, 

said. 


DATES TO REMEMBER 


National Shoe Retailers Association An- 
nual Convention (city to be announced 
later 

National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 

Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 

Michigan’ Retail Shoe Merchants An- 
oun Convention, Hotel Pantlind, Grand 

pids Jan. 20, 21, 22, 1935 
waddle Atlantic Shoe Retailers Associe- 
tion (city to be announced later), 
Jan. 21, 22, 23, 1935 


Standards for Relief Shoes 


Des MoINnEs, IowA— Raising the 
standard for shoes to be sold on relief 
orders with a limit of $4, was agreed 
upon by local shoe dealers, under a 
committee of the retail merchants 
bureau. W. P. Williamson, manager 
of Crandall’s, headed the committee 
representing the shoe group. Speci- 
fications of quality were set, as there 
had been complaints that the quality 
of shoes previously used had not been 
sufficiently economical for the _ re- 
cipients, about $1.98 being the former 
average price on relief orders. 

The persons receiving relief specify 
the store to which they will go, and no 
attempt is made on the part of the 
shoe dealers to divert the orders from 
one store to another, according to Mr. 
Williamson. 


USEFUL 
GIFTS 
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Gite practical yout 


As One Merchant 
to Another 


HARRY E. FONTIUS 
of 


DENVER 
COLORADO 


says: 


“T am pleased to state some of 
the reasons why we place most 
of our Fire insurance, both on 
building and stock, with the 
National Retailers Mutual In- 
surance Company. 


“Upon investigation we find 
that Mr. James S. Kemper, 
president of this company, is 
one of the outstanding insur- 
ance men of the country ; that 
during the worst depression 
years, from 1929 to 1933, the 
company increased its annual 
premium income from $784,- 
000 to over $1,150,000. 


“During our many years with 
the National Retailers we 
have had few claims, but those 
we did have were paid prompt- 
ly. Best of all, we make a 
saving of 25% which is very 
gratifying in these times when 
our other expenses are con- 
tinually advancing.” 


This million dollar, legal reserve, 
mutual insurance company writes 
Fire insurance and allied lines for 
high-grade shoe merchants under 
dividend-paying policies. 


Write us 


about your 
Automobile, 0 
Casualty SAVING 
and Fire in- ON YOUR 


surance 
needs. No 
obligation is 
involved. 


NATIONAL RETAILERS 
MUTUAL INSURANCE 
COMPANY 


James S. Kemper, President 
Mutual Insurance Building, 
Chicago, U. S. A. 
Nationwide Service Facilities 


FIRE 
INSURANCE 
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Treasure Trunk 
of Shoes 


This is the Palter-DeLiso Treasure Trunk 
of Shoes which is on display in the 
Bonwit-Teller Shoe Salon in New York 
City and in other leading stores through- 
out the country. From this trunk, a 
woman may design her own shoes, using 
the toe of one with the heel of another, 
putting a buckle here or a button there. 
This idea has attracted nation-wide at- 
tention and aroused much interest where- 
ever it has been shown. 


Dishonesty Takes Heavy 
Toll of Profits 


New York—Dishonesty and misap- 
propriation among sales personnel in 
many of the country’s retail stores is 
increasing, according to the findings of 
a survey just completed by Willmark 
Service System, Inc., nation-wide per- 
sonnel building organization. This sur- 
vey, made from regular tests admin- 
istered by Willmark in nearly 8000 re- 
tail stores from coast to coast, shows an 
increase of 36 per cent in the number 
of dishonesty ‘detections made during 
the first eight months of 1934, as com- 
pared with the same period of 1933. 

The study from which these facts 
are drawn was made in the principal 
trading areas of the country from Bos- 
ton to Los Angeles. The figures repre- 
sent a cross-section picture of condi- 
tions as they currently exist in the 
entire retail field. All types of retail 
stores are included in the survey: de- 
partment stores, shoe stores, grocery, 
drug stores, restaurants, hotels, gaso- 
line stations, etc. 

The increase in dishonesty of 36 per 
cent is believed to be influenced by con- 
ditions. Definite improvement has been 
felt in the various branches of retail- 
ing, to a greater degree, of course, in 
some sections than in others. This im- 
provement has shown itself in larger 
individual saleschecks. Further evi- 
dence is shown in the greater physical 
volume of merchandise sold. Retail 
stores are enjoying greater traffic, 


1934 


greater velocity in turnover. There are 
more available jobs. It’s a time-proven 
axiom that as conditions improve lax- 
ity increases. Hence, Willmark points 
out, there are more frequent oppor- 


tunities for misappropriating the pro- © 


ceeds of a sale and sales people become 
less scrupulous because they are less 
apprehensive of the risks involved and 
of losing their jobs. 


Awarded Welfare Contracts 


BuFFALO, N. Y.—Contracts have been 
let by the city to seven shoe retailers 
located in the center of different trade 
areas for shoes to those families on the 
welfare lists. By distributing the shoes 
in different parts of the city, the wel- 
fare families will be saved carfare and 
school children will not lose the time 
from their studies, as formerly. 

Each contract is worth about $30,- 
000 in business to the shoe retailer. 
Those who received contracts follow: 
Ryan Shoe Store, Harry J. Deters, pro- 
prietor, 2298 Seneca Street; Clarence 
Lanich, 847 Tonawanda Street; La- 
Reau and Caul, 65 Grant Street; Man- 
ning Shoe Store, 1495 Genesee Street; 
Edw. J. Schellerman, 1327 Jefferson 
Avenue; Edw. Smith Shoe Store, 362 
Elk Street; Brocton Shoe Store, Sam 
Laufer, proprietor, 1055 Broadway. 


Grand Rapids Retailers Elect 


GRAND Rapips, MIcH.—AIl officers of 
the Kent County Retail Shoe Dealers’ 
Association were reelected in the an- 
nual election of officials, Oct. 9. 

B. C. Olsee, Michigan Bootery, was 
re-named president. He is also a vice- 
president of the Michigan Shoe Dealers’ 
Association. John Postema was elected 
vice-president; Ben Kuipers, secretary, 
and Jacob Duyser, treasurer. 

The election was held in accordance 
with the organization’s constitution, 
adopted two months ago. 

Olsee heads a committee making 
plans for the convention banquet at 
the Michigan Shoe Dealers’ Associa- 
tion, who meet in Grand Rapids, Jan. 
21-22. On the banquet committee are 
Postema and Jack Weiner, in addition. 
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Profits in Repairing 


Detroit—Profits in shoe repair have 
been built into a major sideline by 
Julius Parker, operator of Parker 
Brothers Shoe Store, in Detroit. Lo- 
cated in a mixed industrial neighbor- 
hood, largely colored, at 5129 Hastings 
St., Parker has a clientele that is de- 
termined to secure the full advantage 
of every pair of shoes—and brings them 
in for repairs when more indifferent 
customers would order a new pair. 

The store has been here 14 years— 
and has grown until today it occupies 
five store spaces. Three of these are 
actually devoted to the repair depart- 
ment, and only two to the new shoe 
store strictly. The secret lies in a few 
sound but simple business principles 
worked out by Parker over several 
years: 

Giving personal attention to every 
job. Inspection of every piece of re- 
pair work is important—and the cus- 
tomer will realize that this is just as 
important to you as though you sold 
him a new pair of shoes. 

Have every pair ready on time. 
Nothing will lose customers more 
quickly than not having the shoes 
ready when promised. 

Use only the best of leather for re- 
pairs. It may not bring the customer 
back quite so quickly, but it will bring 
him back—with satisfaction and a new 
order, not a kick. 


Student Price Ranges 


CoLumBus, O.—A survey made by the 
Bureau of Business Research of Ohio 
State University, covering purchases 
of various articles of clothing by men 
students at Ohio State University dur- 
ing the school year of 1932-1933 shows 
that out of shoe purchases in a group 
of 949 students, 87 per cent of the 
students paid between $2.50 and $7.49 
for their shoes, about one-half of the 
group paying under $5, and one-half 
paying from $5 to $7.49. 

Only about 10 per cent of the students 
paid $7.50 and over for their shoes. 
The average price for the entire group 
was $4.90. Five dollars was by far 
the leading price, with more than one- 
third of the purchases made at that 
price. The prices next in importance 
were $4 and $3. Altogether, 51 dif- 
ferent price lines were reported with 
82 per cent of the purchases being 
made at 11 price lines. 

These 11 price lines were $5. $4, $3, 
$3.50, $6, $8, $7, $3.80, $3.85, $4.50 and 
$10. These price lines are enumerated 
in the order of their popularity. 


New Jamestown Store 


JAMESTOWN, N. Y.—Lavern Turner 
has opened a new retail shoe store at 
201 East Third Street under the name 
of the Turner Boot Shop. The store has 
been furnished in a modern theme. For 
the last 14 years Mr. Turner was en- 
gaged as a footwear salesman in various 
Jamestown stores. 
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Factory X-Ray Machine 


MILWAUKEE, Wis.—A new X-ray ma- 
chine designed for shoe factory use has 
been perfected by the Adrian Manufac- 
turing Co., and is now on the market. 
This invention is called the “Adrian 
Shoe Inspector.” 

As the name implies, this newest 


Showing the new X-Ray Shoe Inspecting 
Machine in operation. 


member of the family of X-ray ma- 
chines introduced by this concern has 
to do with the inspection of shoes in 
factories. By it a single operator can 
inspect three times as many shoes in 
the same period of time as by the old 
hand method. This machine detects 
the presence of lasting tacks, split 


wood heels, misplaced shanks and any - 


other manufacturing defects at a 
glance. 

As shown in the illustration, four to 
six shoes may be inspected at one oper- 
ation. After the shoes have been 
loaded in the cabinet the current is au- 
tomatically thrown on as the door is 
closed. There is no chance of the oper- 
ator tampering with the mechanism. 
The current is also thrown off after a 
sufficient time for inspection has 
elapsed, so that the danger of the tubes 
burning out has been overcome. 


Shoemakers' Band 


MANCHESTER, N. H.—J. F. McElwain 
Co. employees have started a band of 
40 pieces. It’s a brass band. 

Other New England shoes.are going 
in for music. It’s time for some 
Crispin composer to write “The Shoe- 
makers’ March.” 


Compact Brush! 


Boston, Mass.—A new gadget in shoe 
stores here is a compact brush, a small 
wire brush, packed in a compact so 
small as to be carried in the purse. The 
lady gets it out to brush up her suede 
shoes when she gets out the other com- 
pact and powders her nose. 


45 


Be Ready For 


Christmas 
BOOT PROFITS 


A big seller the year 
around, Kirkendall boots 
mean extra profits during 
the Holidays. This year 
solve your customers’ gift 
problems by suggesting 
Kirkendall boots, the boots 
that bring complete satis- 
faction to both customer 
and dealer. Stylish, dis- 
tinctive, famous for their 
fitting qualities and genu- 
ine value. 


MANY STYLES 
AND PRICES 


Don’t miss these ex- 
tra Kirkendall boot 
profits. Get your 
stock in shape now 
for Christmas buying. 
Kirkendall’s complete 
line gives you a wide 
selection. Complete 
range of prices to fit 
any purse. Many new 
styles. Riding, Ser- 
vice, Field, Cowboy, 
Jodhpur, Boot Shoes. 
Order early. 


KIRKENDALL BOOT CO. 
Omaha, Nebraska 


Boy Scout Boots 


THE IDEAL 


XMAS GIFT 


Don’t miss Sales for lack of sizes. 


IN STOCK 
IMMEDIATE 
SHIPMENT 


The official Boy Scout Moccasin Last 
Hi-Cut. Brown elk, Raw Cord sole, 
rubber heel. Gents’ and Men’s sizes 
have patch with emblem. Boys’ sizes 
have knife pocket. 

Style No. 929—Gents’, sizes, 11 to 
13% ; widths, C and D. Price. ®2.60 
Style No. 930—Boys’, sizes, 1 to 6; 
widths, C and D. Price...... $3.25 
Style No. 931 — Men's, sizes, 6 to 
11; widths, C and D. Price. ..$4.00 


EXCELSZOR 
Official Boy Scout Shoes 


Easily Sold— 

Pay a Good Profit— 
Bring Repeat Orders: 
Every Scout and Cub will ‘‘sell’’ his 
mother on his having a pair of Hi-Cuts 
for winter hikes. If you will show Boy 


Scout oxfords and boots in your trim, 
you will get more of the boys’ trade. 


Complete descriptive folder sent on request. 


THE 


EXCELSIOR 


SHOE COMPANY 


Store 
Changes 


Form Shoe Firm 


Detroir — Abraham Metzger and 
Morton Dermer have formed the Mary 
Jane Shoe Shops, Inc., opening a store 
on the east side of the city at 7750 
Harper Avenue. Dermer was formerly 
in business with a modern store on 
West Grand River Avenue. He is a 
brother of Henry Dermer, of the Bart- 
lett Company, downtown department 
store. Metzger is a newcomer in the 
shoe field. 

The new store is ultra modern in 
fixtures. - A general line of shoes is car- 
ried, 


Beck Leases Hartford Store 


HARTFORD, CONN.—The enti¥e ground 
floor of the Corning Building at Main 
and Asylum Streets, the heaviest pedes- 
trian traffic location in the city, has 
been leased by the A. S. Beck Shoe 
Corp., and will be opened as a men’s 
and women’s shoe store in the near 
future, according to announcement by 
Benjamin Daniels, vice-president. It 
will be the 96th unit in the Beck chain, 
and the third in Connecticut. Other 
stores in this state are in New Haven 
and Stamford. 

Considerable interest attaches to the 
opening of the Hartford store, because 
the location chosen, on the city’s prin- 
cipal traffic corner, is of a type seldom 
picked for a shoe store. It has been 
occupied until recently by a chain drug 
store. The Beck corporation, with a 
one-price policy and serving the mass 
market, will prove whether such a loca- 
tion, generally considered most suitable 
for a drug store, cigar store or other 
small-unit merchandiser, will justify 
itself in the shoe field. 


Findlay Store Improved 


FINDLAY, OHI0O—The People’s Shoe 
Store at 405 Scuth Main Street has 
completed extensive improvements to 
the store, consisting of a new front and 
modern show windows, a new marble 
floor, redecoration in pastel colors and 
new fixtures. A new lighting system 
has also been installed. 


Safier's in New Store 


BuFFaLo, N. Y.—Safier’s Shoe Salon, 
representatives in Buffalo for M. W. 
Locke shoes, now are located in their 
new store, 6830 Main Street. The firm 
formerly was located on the second 
floor of the Genesee Building. As an 
opening feature in the new location, 
Mr. Safir arranged for J. E. Maginness, 
foot health educator of Williamsburg, 


Portsmouth, Ohio 


Ont., to be present at the store. 
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USEFUL 


New Springfield Store 

SPRINGFIELD, MASss.—O rthopedic 
Shoes, Inc., of New York opened a new 
retail shoe store at 280 Bridge Street, 
Oct. 15. 


Department Enlarged 


BALTIMORE, Mp.—Due to increasing 
demand, which The Hub, prominent 
retailers, have experienced for this line 
of footwear, the store’s Enna Jettick 
Shoe Shop, on the second floor, has béen 
enlarged, making it possible for the 
store to render a better and more 
efficient service. 


Page-Lamerson Move 


LANSING, MicH. — Page - Lamerson, 
Inc., have completed moving to a new 
location six doors north of their former 
location. The move gives the company 
larger quarters, needed to accommodate 
their increased business for Brown Bilt 
line of shoes. A new front of black 
glass trimmed with chromium has been 


installed. 


New Store for Providence 


PROVIDENCE, R. I.—A _ new, high- 
grade shoe retailing business ‘is to be 
opened at 80 Westminster Street with- 
in two or three weeks under the name 
of Keneston’s Foot Health Headquar- 
ters, Inc., a newly formed corporation. 
It is headed by William E. Keneston, 
Ethel M. Keneston and E. P. B. Atwood. 
The new firm will carry a line of well- 
known shoes, including Ground Grip- 
per, Dr. Kahler, Cantilever and Phys- 
ical Culture. 


$4 Shoe Shop 


BALTIMORE, Mp.—In order to better 
serve its clientele desiring footwear 
within a limited budget, Stewart & Co., 
department store, has opened an ex- 
clusive Four Dollar Shoe Shop, which 
is located on the third floor adjoining 
its regular shoe shop. All footwear in 
this new shop will be sold at the one 
price of four dellars. 
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Max Hertz presents 
WHITE 


MAX HERTZ LEATHER COMPANY 


Manufacturers and retailers on the look- 
out for a very attractive merchandising 
opportunity will find exactly what they 
are seeking in Angora, a new WHITE 
crushed goatskin leather. Made by a 
perfected process, Angora unites the 
highly desirable characteristics of qual- 
ity, character and beauty, a rare com- 
bination that. offers a sales appeal 
impossible to resist. 


Angora has already been selected by 
a number of leading manufacturers who 
plan to feature it in their white footwear 
for resort promotion. Examine Angora, 
consider it carefully, we are sure you 
will find there is a definite place for it 
in your coming line. 


MAX HERTZ 
LEATHER CO. 
46 Oliver St., Newark, N. J. 
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“|LARGEST 
BOOT STOCK 


in America 
For Immediate Delivery 


Riding 
VENTILATED. ANEW SPRING small your boot require- 
Aviation your wants. Our huge 
The RIGHT FEATURE shoe which has undergone the acid test of Jodh stock and variety of styles 
several years manufacture will produce REPEAT PROFITS for you. pur in various price ranges 
Nu-Matics with their patented, scientific, “cushion” and "nail-less" Hunting enable dealers to make 
features are virtually non-competitive. Send for our Catalog of more profitable sales to 
Men's and Women's Shoes. and the satisfaction of their 
Beware of Imitetions ROHN SHOE MFG. CO. lig 
ite for og 


512 W. Florida St., Milwaukee, Wis. 


Un Matic 


-CUSHIONED SHOES 


NAIL-LESS 


COLT-CROMWELL CO., Inc. 


No matter how large or 


Est. 1899 
1239 Broadway, New York City 


911 So. Los Angeles St. 
Los Angeles, Calif. 


New Douglas Store in Atlanta 


ATLANTA, GA—A second Atlanta 
store of the W. L. Douglas Shoe Com- 
pany opened today at 83 Peachtree 
Street, bringing the total number of 
stores operated by the company up to 
130. According to Fred A. Howard, 
manager of the Atlanta district for the 
company, the second Atlanta unit was 
opened because of prospects for in- 
creased business in this section and the 
fact that the company considers the 
Peachtree business section as one of the 
most promising in the country. In ad- 
dition to carrying a complete line of 
Douglas shoes for men and boys, the 
new store carries the Lady Douglas 


shoes for women. 


Remodel Fall River Store 


Fatt River, Mass.—The retail shoe 
store of Monquin & Fontaine is being 
entirely remodeled and modernized. 
Modernistic windows and exterior will 
be installed, and the interior will be 
entirely rebuilt. 

The Modern Shoe Store, now located 
at 111 S. Main St., this city, is to move 
about the middle of October to a fine 
store located at 176-180 of that same- 
street. The new location is at present 
being entirely remodeled, including 
both the interior and the exterior. 


Cannon Opens New Store 

Detroit, MicH.—Cannon Shoe Com- 
pany has opened a new store on the 
west side of the city at 7757 West Ver- 
nor Highway, carrying a general line 
of men’s, women’s, and children’s shoes. 
John Federlein, who has been with the 
Cannon Company for four years, has 
been appointed store manager. M. Rat- 
ner of Shamokin, Pa., is reported 
owner of the company. 


Reopen Stores 


Geuting’s have re-opened their stores 
at Ardmore and Germantown. The 
Ardmore Junior Shop occupies its new 
location at Ardmore and Montgomery 
Avenues. Reinstatement of this service 
is in keeping with the management’s 
policy to provide for its Main Line 
patronage. Store officials regard the 
opening of these shops as an expression 
of confidence in the upward trend of 
business. The Germantown store oc- 
cupies its old location. 


Rhodes Store Remodelling 


SEATTLE, WasH.—The Rhodes De- 
partment Store, one of the large retail 
shoe outlets of this city, has just an- 
nounced a large remodeling program, 
and a financial outlay of 100,000, which 
will be soon spent for store equipment 
and new fixtures. Carl B. Williams, 
general manager, has indicated that 


“Rhodes takes this means of keeping 
pace with the nation’s forward-looking 
policy, and is improving for the 
future.” 


Joins Hiss Clinic 


Los ANGELES, CAL.—Louis H. En- 
gelke has been appointed as the new 
manager of the shoe department of 
the Dr. Hiss Foot Clinic, 740 So. 
Flower Street. Mr. Engelke is well 
known to the retail shoe trade in the 
West, having been engaged in the shoe 
business in Denver and Los Angeles 


for the past 15 years. 


Sponsors Softball Team 


SaLt LAKE City.—‘We were so well 
pleased with the newspaper publicity 
given our softball team throughout the 
season that we feel money spent has 
more than paid for itself in new busi- 
ness,” says H. E. Sanders, manager of 
the Florsheim Shoe Store, 164 South 
Main Street. “An especial amount of 
publicity was given during the recent 
state tournament, and we have found 
it an effective way to keep our name 
before the public.” 


"Moon Slices" 

Boston, Mass.—Perforations in new fall 
oxfords, women's, are "moon slices"—that is, 
each perforation is cut in the shape of a 
crescent moon. 
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What's 
Selling 


Green Vogue Continues 


New York, N. Y.—Green has more 
than borne out the prediction I made 
for it early in the season as the fashion- 
able color for Fall,” said Philip A. 
Vogelman, director of the Color Fashion 
Bureau and president of the Onondaga 
Silk Company, today. Green, he said, 
had gone ahead of brown which earlier 
in the season was given first place in 
colors. Palm Leaf and Willow, in the 
yellow-green range, Beech and Syca- 
more in medium and very dark blue- 
green tones are particularly favored, 
according to this authority. 

Mr. Vogelman, who recently returned 
from the Paris openings, pointed out 
that the standing of green was con- 
firmed not only by the buying demand 
in the American market, but also from 
its use by the leading Paris couturiers. 
He cited particularly Molyneux, whose 
outstanding collection made important 
use of green in day clothes, and especial- 
ly in carrying out two and three color 
combinations favored by this house. 


Trend Toward Wider Toes 


LyNN, Mass.—“Toes are wider.” 
That’s the report from the T. W. Gar- 
diner last factory. All through this 
year the trend toward wider toes has 
been active. Width across the ball, heel 
and girth measurements have remained 
unchanged. But toes have widened, 
and the output of lasts for women’s 
shoes shows for the year an increase 
in the average width of toes. 

It may be that women wish more 
toe room or it may be that the wear- 
ing of open-toed sandals, beach shoes, 
golf shoes, and the like, has spread out 
the width of the toes. The last makers 
do not attempt to explain. They sim- 
ply make what the shoemakers ask for. 


Buffalo Oxfords 


LyNN, Mass.—Gregory & Read Co. 
are having quite a run on buffalo ox- 
fords, which they make of the skins of 
the calves of the water buffalo of India. 
The leather has peculiar and attractive 
grain markings, and an unusual dura- 
bility. The oxfords are full-sided, and 
show a tendency toward lower heels. 


Benson Sole Owner 


BuFFALo, N. Y.—Oliver Benson, who 
has been part owner and general man- 
ager of the Brostrom-Conners shoe 
store, Silver Creek, N. Y., has pur- 
chased the other interests and become 
sole owner. The Brostrom-Conners Co. 
of Jamestown opened the store two 
years ago. From now on, the business 
will be known as the Benson Boot 
Shop. 


Foerderer at London Fair 


PHILADELPHIA—Robert H. Foerderer, 
Inc., makers of Vici kid, had an attrac- 
tive and interesting exhibition this year 
at the London Shoe and Leather Fair. 
Reports indicate that Foerderer prod- 
ucts were greatly admired by fair 
visitors. 


Obituary 


Hans L. Hansen 


SEATTLE, WASH.—Widely known in 
shoe circles of the Pacific Northwest 
and Alaska for the past 40 years, 
Hans L. Hansen of Seattle died recent- 
ly at the age of 68 years. Born in Nor- 
way in 1866, he came to the United 
States when 13 years of age, arriving 
in Seattle in 1896 after first settling 
in Minneapolis, Tacoma, Wash., and 
Portland, Ore. At Seattle he was first 
employed by the Washington Shoe Com- 
pany, and rose to position of manager 
of its rubber shoe department. He or- 
ganized the West Coast Rubber Co. in 
1912, selling out to an eastern rubber 
company in 1920, and later organizing 
the Pacific Rubber Co., from which he 
recently retired on account of poor 
health. 


Michael J. Sause 


YOUNGSTOWN, OHIO. — Michael J. 
Sause, for 23 years prominent in shoe 
merchandising circles in Youngstown, 
for eight years shoe department man- 
ager of the Strouss-Hirshberg Co. de- 
partment store, and formerly with the 
G. M. McKelvey Co. here, died Sunday, 
Oct. 7, at his home following a two 
months’ illness. 

Mr. Sause, who was born and reared 
here, for 15 years conducted a retail 
shoe store in West Federal Street. He 
was widely known among shoe men 
throughout the country, as shown by 
condolences received at the home from 
many cities. 

He was married 23 years ago. His 
wife, father and four children survive. 

Funeral services were held at the 
late home and burial was made in Cal- 
vary Cemetery here. 


James H. Moody 


PHILADELPHIA, PA.—One of Philadel- 
phia’s best known traveling shoe sales- 
men, James H. Moody, passed away, 
Oct. 6, after a very short illness. At 
the time of his death Mr. Moody was 
the Philadelphia representative of the 
Gale Shoe Co. of Manchester, N. H., 
being associated with Harry McClelland 
here. Mr. Moody, although suffering 
from a heart condition, was actively en- 
gaged in his work up to a week before 
his death. The funeral was held from 
his late home in Haddonfield, N. J., and 
many of his friends among the shoe 
travelers paid their last respects. 


A Practical Gift 


To meet the popular demand for $1.00 
Christmas items, we pack Simplex Trees 
in a special Christmas gift box—two 
pairs to a box—to retail at $1.00. 


Because of our patented interlocking 
wire, it is the only wire shoe tree on the 
market successfully controlling the 
spring tension. 

One Chicago State Street store 

selling shoes under $4.00 per 

pair averages 100 pairs a week of 

Simplex Trees. To show ’em is to 

sell 


PROFITABLE 
Of RETAILER 


MEN’S 
fits all sizes 


LADIES’ 
SMALL ¢ FOR SIZES 
UP TO 6 


MEDIUM ¢ FOR SIZES 
6% UP 


WRITE FOR 
UNIQUE SALES PLAN 


HOE TRE 


COM PANY 


Adjusting 


159 NO. MICHIGAN AVE. 
CHICAGO, ILLINOIS 


or your nearest jobber 
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Men's Shoes 


Children's Footwear 


MRS. DAY’S IDEAL BABY SHOES 


DA IDEAL BABY 
shoe. co. 
Danvers, Mass 


Hosiery Protectors 


WALK-EZE 


PRONOUNCED WALK-EASY 


Stocking Protecto ~~. 


are SEAMLESS 

and SMOOTH 
There are no_back- 
seams on WALE- 
EZE’S to irritate 
the heel. That is 
why they are the 
outstanding leaders 
in the 


Cuban Heels for Men 


New OrLEANS—Meyer Sidger, man- 
ager of the shoe department of the 
Keller-Zander Company, one of the most 
progressive stores handling both men 
and women’s apparel, millinery and 
shoes, says that the well-dressed man 
will wear smart brogues with Cuban 
heels and outside extension soles. The 
moccasin type of shoe for street wear 
will also be popular with the “he-man” 


shoppers. 
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Relieved Thousands at World's Fair 


Cuicaco—As the second year ends 
and the grand finale of The Century of 
Progress World’s Fair, Chicago, ap- 
proaches, Dr. Wm. M. Scholl, interna- 
tional foot authority, is proud of an- 
other achievement—the rendering of 
relief to hundreds of thousands of foot- 
weary visitors. Here is a group of the 
trained attendants and chiropodists, 
skilled shoe fitters as well as purveyors 
of foot relief, who this year comprised 
the personnel of Doctor Scholl’s exhibit 
in the Hall of. Science. These men and 
women worked all hours—so long as 
foot sufferers needed relief and visited 
the exhibit. 

Whenever a visitor received relief by 
the application of Doctor Scholl’s Foot 
Comfort remedies or appliances that 
visitor was given a card by Doctor 
Scholl’s attendant. On the card was 
filled in the name and address of the 
dealer in or nearest the home town of 


the visitor where Doctor Scholl’s Foot 
Comfort Service may be obtained. A 
complete list of such dealers is kept on 
hand at the exhibit for constant refer- 
ence purposes by the attendants. Thou- 
sands of dollars’ worth of business is 
being referred from the World’s Fair 
to dealers in all sections of the country. 
Hundreds of letters received from these 
dealers reflects their keen appreciation 
of this recommended business. 

Doctor Scholl considers the advertis- 
ing he has received during these two 
years of exhibiting at the Century of 
Progress as being worth $100,000 and 
more. E. J. Hartung, who is in charge 
of the exhibit states that from every 
present indication approximately three- 
quarters of a million visitors will have 
stopped at the Doctor Scholl exhibit in 
the Hall of Science and a large propor- 
tion of these visitors have found relief 
from troubled feet. 


Lower Heel Trend 


LAKE City.—Generally speak- 
ing, black and brown in suedes are still 
selling well in most stores, these styles 
being preferably with fancy tips and 
foxings of patent leather or calf. 
Black and brown sales are about 60-40. 
The extreme desirability of green shoes 
this season is resulting in a longer 
season on them than in the past. 

There is an increasing demand for 
the lower heel, the 8/8 to 13/8, center- 
ing on the 12/8 and the broader toe 
styles. Business in every shoe store in 
the city has shown a nice increase over 
last year and store managers returning 
from trips to the East report a favor- 
able gain there which they believe to be 
better than in several years. 


Sherwood-Krause 


GRAND Rapips, MicH. — Saturday, 
Oct. 13, was a happy occasion for Vic- 
tor Krause, executive of the Wolverine 
Tanning & Shoe Co. of Rockford, Mich. 
His daughter, Miss Elizabeth Krause, 
was married -at Rockford to Bernath 
P. Sherwood, Jr., of Grand Haven, 
Mich. The ceremony attracted 65 
guests. Miss Betty was given in mar- 
riage by her father. 


Black Suede Strong Seller 


WHITE PLAINS, N. Y.—Black suede 
is expected to become a leading seller in 
the women’s shoe field during the late 
Fall and early Winter, according to 
Richard A. Barnes, manager of the 
women’s and children’s shoe depart- 
ment of the White Plains store of 
B. Altman & Co. White Plains is a 
trading center for the exclusive West- 
chester County suburban area. The 
department is now selling more shoes of 
the better grades than for several sea- 
sons, he said. 

Ties and oxfords are outselling 
pumps and straps thus far, with brown 
shoes predominating as is usually the 
case in Autumn. Browns constitute 70 
per cent of women’s shoe volume this 
season, a larger proportion than ever, 
Mr. Barnes told Boot & SHOE RECORDER. 
Suede is the most popular leather, with 
some reptiles, especially alligator, mov- 
ing well. 

The department has enjoyed particu- 
lar success with an imitation alligator, 
an original pattern made with an over- 
lay of kid on suede. The Shari woolen 
shoe, featuring a new diagonal weave 
in both Oxford and tie, has also been 
promoted very successfully. 
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© Follow these pages 
for an illustrated trip through the 


SHOE FACTORY. A new 


Surpass pen and camera series for 
the Shoe Retailer. 


On these pages we are going to sponsor from time to 
time, a series of stories and camera sketches tracing the 
progression of leather through the various shoe factory 
processes involved in the manufacture of a woman’s shoe. 

We believe this series will be of prime interest to the 
shoe store executive and employee. It should not only 
enable him to appreciate more exactly the various points 
of any woman’s shoe, but it should also make it possible 
for him to talk more vividly and authoritatively as he is 
making sales. “Knowledge brings success” is as true. 
when selling shoes as at any other time, and where knowl- 
edge brings the respect of customers and buyers alike, 
success is bound to follow. 

We plan to discuss in this series preparing the leather for 
the cutters, machine and hand methods of cutting the vari- 
ous pieces, Assembling, Fitting, Lasting and Bottoming, 
the finished processes of Turned, Cemented and Welted 
shoes, etc., and to release the separate pages in the series 
at intervals of about a month apart. We suggest that those 
interested in reading and collecting the entire series look 
in the “advertisers’ index” at the back of each issue of 
the Recorper for our company name as the easiest means 
of referring to our current advertisement. 

The whole idea of this series, of course, is a logical suc- 
cessor to our previous series of sketches on “The Tanning 
of Kid,” which proved of such great interest to retailers, 
and which has since been rewritten, reprinted and bound 
into a 16-page book of that name, free to any individual 
in the shoe trade. We have appreciated the demand that 
has grown for this book and trust that our new series will 
prove as helpful, and will be as welcomed as was our 
“illustrated trip through the tannery.” 


* 
Tanners of Glazed Kid in a complete as- 
.  sortment of sizes and weights . . . featur- 


ing Black, Blue and Brown for Outside 


Ween {x Colors; Linings in Pastels and other pop- 
L E A T | E R @/ ular shades. Tanners of Black Glazed 
Kangaroo. Executive Offices, 9th and 


Westmoreland Sts., Phila.; Branches, New 


C M Pp A N y York, London (England), Boston, Mil- 
waukee, Cincinnati, St. Louis. 
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Women's Shoes 


KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 


IN STOCK 


No. 156 Black 
Kid $2.35 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 


Ballet Slippers 


BALLET SLIPPERS 


Right and Left Lasts. 
Black Kid 
Ne. 600—Top Grade 
Wem. Miss Child. 
$1.85 $1.30 $1.25 


Wem. Miss Child. 
$1.20 $1.16 $1.10 ence ure. 
BROOKS $ 5 

Swanson and Ritner, Philadelphia 


Spats 


Shoes and the Costume’ 


SEATTLE, WASH.—Showing the rela- 
tion of newest shoes to the balance of 
the costume, an Accessory Show with 
beautiful models was the spectacular 
offering this week in the tea room of 
Frederick & Nelson’s department store, 
here. Marion Parker, style expert, 
demonstrated by means of the blonde 
and brunette models, correct color and 
style of sandals, now closed in, and 
latest shoes, before a large gathering 
of women in the tea room. 
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Clever Shoe Advertising Stunt 


Footnotes 


By K. T. D. 


Footnotes 


By K. T. D. 


Footnotes 


By K. T. D. 


WILL THEY LOOK GRAND! 


Betty and Bob are going to dance 


to Earl Burtoett’s music at the 


Betty will be very smart in tal- 
with bigh neckline avd flowing | games. 
sleeves, a slim skirt of black crepe 


coat. 


double-breasted sult. His sbirt will 
be white oxford with button dows 
collar and bis Ne a harmonious blue 
or maroon, One of the new sofe- 
hats and a loose-fitting 

weed topcoat will go along if the 
bight is cool. 


as well groomed as 
Dodge 


handsome custom last oxford ip 
buck or fine grain. season. 


OUR MAN THURSDAY— 
Back from bis summer sojourn in 


hobby ot’ hunting the bluntnosed 
Armory tomorrow evening. hyd umph with bow and arrow, Our 
thursday today resumes bis 
weekiy task of forecasting the win- 
lored evening blouse of metal cloth ners of the season's important foot- 


Taotent. on his 1933 record 
of .809, he cocks an eye into the 
and that stuoning butcber's boy shinin eryotal, and chooses lowa to 
take Northwestern, Minnesota to 
P, Nebraska, Wisconsin to knock 

And Bob?” He'll wear that new oft Marquette, Iowa State to beat 
_— aod Iodiana to humble 


In the East, Columbia wij! stop 
Yale, Harvard. will conquer Bates, 
Dartmouth will defeat Vermont, 
Army will crush Davidson,‘ Prince- 
ton will give Amherst a seeraes and 
the Navy will sink Vfrgivia 

Fort Dodge junior colle will get 
And last and most Important to Waldort's scsip, and 


Sioux the edge ove? Fort 


comers Saturday and the rest of the 


CELEBRITY— 
pursved | bis So Jack Dempsey's coming to town 
Saturday. 


_The Manassa Mauler long ago laid 
away his gloves, but the greatest 
fighter of bis generation is avythiog 
but a forgotteu maa. 


Today, seven years after losing 
his title, be ts stilt a celebrity. His 
marriage, the birth of Lis daughter 
are News; bis memoirs are read by 
thousands. The smiling Dempsey 
face on pews reel screens brings 
applause. The boxing and wrestling 
shows he referees or promotes, draw 
great crowds. 


There's Something about the big 
fellow that mak im the celebrit 
is, an inver quality that for lac 


entral_ of 33 a better word we call person- 


Celebrity footwear, featured this 
fall by Tradehome shoe st ores, has 
that same ioner quality, a person- 
altty that makes the name it bears 
a worthy one. 


Fort Dopce, Iowa—That personal 
touch, carried to the columns of the 
Fort Dodge Messenger and Chronicle, 
is doing a splendid advertising job for 
the Tradehome Shoe Store, 810 Central 
avenue, and bringing in business for 
its Celebrity line of footwear. 

“Footnotes” is the medium and is 
carried as an ad in a single column, 
yet having all the earmarks of news, 
the indent and black line enclosed fea- 
ture being unknown to the uninitiated 
as advertising. In it, as occasion war- 


rants, a dance orchestra, a coming 
athletic event, a good show, or sport of 
some kind, is given desirable publicity, 
but there’s always-a hidden urge to 
keep that dressed up appearance and 
to wear Celebrity footwear. 

Main ads of the store are two col- 
umns in the majority of instances and 
feature the Celebrity line. The “Foot- 
notes” feature gives something that 
has novel appeal, is a goodwill builder 
and a simple stunt for any progressive 
store at but little cost. 


O-G Features Burgundy 


CuHIcaGo, ILL.—O’Connor & Goldberg 
have taken a welt moccasin, named it 
“O-G Kickapoo,” and dressed it up with 
a brand new last which brings out the 
character of the shoe in a remarkable 
degree. This shoe has clicked from the 
start. It is now being featured as both 
a shoe for college men and for business 
wear, and is developed in black and 
brown calf. 

Right in the heart of O-G men’s win- 
dows is a big unit of Burgundy brown 
shoes. In this splurge of color, Harry 
Silver is featuring 13 different types of 
handsome Burgundy oxfords in prices 
from $3.65 to $6.50. This shade of red 
calf is a deeper one than the old Tony 
Red and is proving to be just what Chi- 
cago men have been wanting to fill that 
“Something Different” urge. 


Suede Way Ahead 


DetroIT—Suede is running away 
ahead of everything for Fall, according 
to Clyde K. Taylor, partner in Stuart 
J. Rackham, Inc. Brown is predom- 
inating, with oxford shoes preferred for 
women in all classes, aside from ultra- 
dress shoes. One and three-quarter 
inch heels are the standard height. 

Taylor, style authority on children’s 
shoes, reports an increasing trend to- 
ward rough leathers in growing girls 


shoes. Genuine seal is especially popu- 
lar, in both black and brown one-tone 
models. Oxfords continue to dominate 
the scene in this field, with the one- 
strap models very few. 


Pari-Smart New Line 


LONG BEACH, CALIF.—Leed’s Shoe 
Store, which has been specializing in 
“Quali-Craft” shoes, at 239 Pine Street 
here, has added “Pari-Smart,” a new 
line, it was said by Carl B. Pearlston, 
manager. 
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Men's Style Trend for Spring 


BrockTON, Mass.—New men’s styles 
for Spring 1935 seem to be of a more 
varied trend, according to E. W. Per- 
kins, men’s last specialist for the Vul- 
can Corporation. 

It looks as if tan or colored shoes are 
rapidly increasing over blacks, until it 
seems as if tan shoes will reach more 
than 50 per cent for Spring, whereas 
there were only about 30 per cent for 
Spring 1934. 

It is also freely predicted that brown 
buck will have a much larger demand 
than ever before, Mr. Perkins says. 
Slightly lighter shades of tan calf will 
be popular, but the medium shades will 
still predominate. 

White and ventilated shoes show 
every indication of selling to a greater 
extent than last year, and it looks very 
much like another great sport shoe sea- 
son. 

New patterns with wave throats are 
good, also wing tips, according to Mr. 
Perkins. Sport patterns must have a 
saddle of some kind. A contrasting but 
blending shade is better than a shoe of 
solid color. Red cordovan and cordovan 
colored calf for trimming seem likely. 
Lasts are going narrower. Round bar- 
rel-shaped toes, English custom types 
with flat tops and short recede are hav- 
ing the call to carry about 4 to 4% inch 
vamps. More attention is being paid to 
a strictly plain toe last, which gives 
the plain toe shoes a shorter more at- 
tractive appearance, with a narrower 
toe than was used for this type shoe 
last Spring. 

An entirely new type of French, 
medium narrow width toe last, seems 
to be on the horizon and is being 
sampled by many. 8/8 heels are still 
way in the lead, and only a few 9/8 
heels are being predicted. All the new 
lasts must have a slender appearance, 
wood well balanced, without much out- 
side swing. 

Shoe manufacturers are making their 
new samples, while conservative, more 
colorful and with much greater variety 
to choose from. “More pairage” is the 
slogan, and to get the additional pair, 
something new must be shown. 
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So successfully do soft sole 
open-toe slippers lend them- 
selves to smart merchandis- 
ing and clever promotion 
that we are introducing as a 
special Christmas item the 
saddle open toe, No. 6002. 


Made in black, blue, red, 
green and brown kid with a 
satin lace and bow to match 
and packed in holly covered 
boxes, this new number re- 
tails profitably from $1.39 to 
$1.49. 


NEO PED MCORPORATED 
JERSEY CITY --- NEW JERSEY 
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Riding Boots 


\ RIDING BOOTS 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 


.CONNE 


SHOE 


5. 


SOUTH BRAINTREE 


Aa 


A. J. Hamilton, Pioneer 
Shoe Merchant, Retires 


A. J. HAMILTON 


Los ANGELES, CALIF. — After more 
than forty years of activity in the re- 
tail shoe game in southern California, 
A. J. Hamilton, now 78 years old, has 
retired as president of Hamilton’s 
Men’s Shops, Inc., and Alex Hamilton, 
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one of his three sons, has been named 
president. 

Herb R. Hamilton, another son, who 
has been in active charge of the Hamil- 
ton store at 502 S. Broadway, has 
transferred his headquarters to the 
main Hamilton store at 635 S. Olive 
Street and will in the future spend a 


large part of his time as field man 


visiting the various Hamilton stores in 
southern California. Elwood Hamilton, 
another son, will continue to act as 
head buyer for the company. 

Mr. Hamilton, Sr., has had a color- 
ful career in the shoe business in south- 
ern California. He arrived at Ontario, 
Calif., accompanied by his large family, 
back in the early nineties. He in- 
vestigated Los Angeles and its pos- 
sibilities, however, and made up his 
mind that it was the coming city. He 
opened a small store and later was 
joined by C. H. Baker under the firm 
name of Hamilton and Baker. Later 
Mr. Baker withdrew and started his 
own line of shoe stores. Both men have 
prospered in a very large way and each 
company today operates about ten 
stores. Mr. Hamilton brought his sons 
into the company as fast as they grew 
up and all today are nationally known 
shoe men. 

The father is one of the most active 
men for his years in Los Angeles. Re- 
cently he returned from a nation-wide 
automobile trip driving his own car 
more than 3000 miles in seven days. 
Mrs. Hamilton, who was a very im- 
portant member of this shoe family, 
passed away two years ago. Mr. 
Hamilton expects to spend a large part 
of his time behind the steering wheel 
during the next few years. 

Recent changes in the Hamilton com- 
pany line-up, in addition to the official 
changes, include the appointment of Ed 
Chambers as manager of the Hollywood 


_ Store at 6607 Hollywood Boulevard, 


Mr. Chambers having been connected 
with the store at 3879 Wilshire Boule- 
vard for some years, the last five years 
as manager; the appointment of M. C. 
Faubian, formerly connected with the 
Broadway store as assistant manager, 
to the position of manager of the Wil- 
shire store; the opening of a new de- 
partment in Herman’s Smart Shop at 
2219 Telegraph Avenue, Oakland, Cal., 
adjacent to the State University 
grounds; and the remodeling and mod- 
ernizing of the front at the Hollywood 
store. 

A limited stock of exclusive men’s 
furnishings has been added in recent 
years in several of the Hamilton stores. 


Announce New Line 


Dansury, CONN. — Holbrook’s Shoe 
Store, 235 Main street, managed by 
Robert P. Settle, has announced its ap- 
pointment as sole agency in Danbury 
for the Air-Tred shoe, manufactured 
by the Ault-Shackford Shoe Co. of 
Auburn, Me. Mr. Settle made the an- 
nouncement through newspaper adver- 
tising and a window demonstration. 


Has Des Moines Headquarters 


J. E. Wm. Prescott, who represents 
A. H. Weinbrenner Shoe Company, 
maintains headquarters at Hotel Fort 
Des Moines, Des Moines, Iowa. 


Florsheim in New Salesrooms 


New YorkK—The Florsheim Shoe 
Company has moved its New York 
salesrooms from the second floor of the 
building at 1476 Broadway, corner of 
42d Street, to the fourth floor of the 
same building, where the firm is now 
occupying one of the finest suites of 
shoe sample rooms in the country. 

The entrance foyer and men’s and 
women’s sample rooms are paneled in 
rich brown walnut, the walls above the 
wainscoting finished in a green pastel 
tint and the floors covered with rose 
colored carpets. The style of decora- 
tion is modernistic, chairs, tables and 
other furniture of walnut to harmonize 
with the trim. 

A. H. Billett, in charge of sales in 
the New York territory, has an attrac- 
tive office, conforming to the general 
style of decoration and easily accessible 
to entrance foyer and sample rooms. 
Mr. Billett extends a cordial invitation 
to his friends in the trade to inspect 
the new Florsheim salesrooms when- 
ever they are in town. 


Freeman Increases 
In-stock Service 


W1s.—Increased business has 
forced the Freeman Shoe Co. to con- 
vert an adjacent four-story building 
into a shipping plant. The building 
has been modernized throughout to meet 
the requirements of the company. 

This addition to the Freeman factory 
facilities is the last word in efficient 
stock handling, as an entirely new meth- 
od of conveyor system has been put in 
operation. Shipping facilities have not 
only been increased, but the entire 
shipping operations have been speeded 
up considerably. The addition has given 
the factory twice as much stock room 
space as formerly used, so that the re- 
sources of the Freeman in-stock service 
has been greatly increased. Some 140 
styles are now stocked with a size scale 
on some numbers running as high as 
157 sizes to the line. 


Million Dollar Gain for Schiff 


CoLumBus, OHI0.—Sales for the first 
nine months of the year by the Schiff 
Co., which operates a chain of 220 re- 
tail shoe stores in 26 states, totaled 
$7,806,031, compared with $6,574,431 
for the corresponding period in 1933, 
according to a recent report by the 
company. This is a gain of 18.73 per 
cent. Sales for the four weeks’ period 


‘ending’ Sept. 29 were $814,153, com- 


pared with $726,168 for the correspond- 
ing period last year, a gain of 12.11 per 
cent. 
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Builds Volume in Rew 


Hand Bags wid Shoes 


details 
Trond handles tangs d 
Envelope style, Widder pockets ond 
coin purses bound with 


SHOES AND HOSTERY 


Los ANGELES, CAL.—Mrs. Ruth 
Hamilton, advertising manager for 
Gude’s, Inc., Los Angeles, says: “A store 
like ours, definitely classified as a shoe 
store in the minds of the people, can 
build volume in bags if an effort is made 
to show the public that the store is in 
the bag business as such and not merely 
handling a few bags to match up with 
shoes. 

“We carry a large stock of fine bags 
and regard bags as a department in its 
own right. To prove this we emphasize 
bags in two or three good size news- 
paper advertisements twice each year, 
illustrating such advertisements with a 
number of drawings of bags—say about 
seven—and only one drawing of a shoe. 
This one shoe identifies us as a shoe 
store but the number and variety of 
bags shown indicates that bags are bags 
with us, not merely accessories to shoes. 

“We have also found it wise in such 
bag advertisements to go to some trouble 
to show that we know as much about 
types, materials, and details in bags as 
any department store. We talk style 
in bags and prove that we know what 
we are talking about. This is quite 
necessary, I think, because’ people are 
taught to look to the department stores 
for ideas in bags. 

“This type of publicity always does 
the work for us in the bag department.” 


Successful Radio Promotion 


An outstanding example of sales pro- 
motion via radio, on the part of a shoe 
store, is now being conducted by the 
Julius Grossman Shoe Stores in Greater 
New York. 

This organization, which sells com- 
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fort shoes for men, women and children, 
has been a most consistent user of radio 
time in New York. At the present, 
the stores are featuring a child artist, 
Sugar Cane, ll-year-old singer of 
songs. The station is WJZ and the 
time is 12.15 to 12.30 every Sunday 
afternoon. 

On Sunday, Oct. 7, little Sugar Cane 
announced that the Julius Grossman 
officials were giving a party in her 
honor at the Julius Grossman store. 
She was authorized by her sponsors to 
invite her friends to attend. At the 
party, she pointed out, games would be 
played, goodies would be given out and 
for favors, book covers with Sugar 
Cane’s picture were to be presented to 
every child who came to the party. 

Came Friday, Oct. 12, the day of the 
party. The store at Fifth Avenue and 
Thirty-sixth Street was jammed to 
overflowing with children and their 
mothers. 

About 15 of the children sang songs 
or recited for the entertainment of the 
rest. Sugar Cane, of course, gave those 
present a preview of her broadcast to 
be given the following Sunday over 
WJZ. A good time was had by all. 
And a goodly number of the mothers 
purchased shoes for themselves and 
their offspring while they were at the 
store. 

The book covers with the singing 
star’s picture on it has proven a big 
hit with the kiddies. It is announced 
each Sunday that should any child want 
a set of these for his or her school 
books, they may have them by writing 
to the station or to one of the Julius 
Grossman stores. Thousands of in- 
quiries for these covers have come in. 

This serves a double purpose: First, 
it takes care of the radio fan who wants 
a picture of the star. Secondly, it 
makes an excellent advertising idea for 
the shoes because these covers are 
usually used on the books and the name 
of the shoes and the stores selling them 
are in large type on the covers. 

The program is being handled by 
Leon A. Friedman, head of the radio 
department of the Cramer-Tobias 
agency. 

The Julius Grossman stores lean to 
children in their programs. Two years 
ago they featured Baby Rose Marie, 
who made a name for herself on this 
program. The next juvenile star to be 
made by this series was Little Marilyn 
Mack. Then came Davey Bigelow, a 
boy of 14 who clicked beautifully. And 
now, from the Horn & Hardart hour 
comes Sugar Cane, who bids fair to out- 
shine them all. 


Foot Relief Demonstration 


SEATTLE, WASH.—With a chart show- 
ing how foot troubles affect the body, 
the knee, the back, and even the head, 
causing headaches, an extensive foot 
relief demonstration was staged in the 
bargain basement of The Bon Marche 
of this city from Oct. 8 to 12 inclusive. 
Jack Newman of the foot comfort de- 
partment was in charge of this event. 


SAVES TIME 
MAKES MORE PROFIT 


Cabinet 


Handsome walnut cabinet re- 
quires about same space as 
ladies’ shoe carton set on end. 
Reminds your customers to buy 
and laces are right at your finger 
tips ready for quick selection 
and service. 


4 dozen pairs women's 25¢, 2 
dozen pairs men's 10¢ laces and 
cabinet cost only $3.75. Laces 
return $14.40. 


Cabinet can be packed with any 
lace assortment desired at pro- 
portionate prices and can be 
refilled indefinitely. 


See your JOBBER or USE 
COUPON 


Shoe Lace Guality 


PORTSMOUTH, OHIO 


— USE THIS COUPON — 


Ship us the above lace assortment with 
cabinet at $3.75. 


ADDRESS 


| 
| 
; 
4 Pa] Gar “AS and laces 
| ‘ \ a rom event 
only trim... blech or | 1] 
| 
i i AN: 
| 


mer 


Bowling Shoes 


BOWLING SHOES 
PRICE 
Women’s Oxfords— 
$2.25 5¢ less 
Cembination Sole 


Men’s 
$2.35 


’ winter resort style. 


R. NEUMANN & CO. 


HOBOKEN NEW JERSEY 


Slack Shoes 


LYNN, Mass.—Some firms are get- 
ting orders for slack shoes. It’s a 
The shoes are to 
be worn with slacks, or trousers. They 
are made of the popular leathers. 
They’re low at the heel, and broad of 
the tread, and, possibly, are a bit man- 
nish, seeing that they are to be worn 
with trousers. 


Sign Posts to Progress 


[CONTINUED FROM PAGE 27] 


odds and ends from the basements of 
department or shoe stores. 

One Chicago department store (Sears 
Roebuck) spent a lot of money pro- 
moting a sale of $1.98 “close outs.” 
The shoes were of good quality, Joe 
Langley tells me, but when the women 
saw his regular $2.45 shoes, which were 
not advertised or displayed more than 
ordinary, they bought the ey 45 shoes 
two for one. 
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Christmas Selling Windows 


[CONTINUED FROM PAGE 38] 


The average panel is about five or six 
feet high, so the rule of “The least copy 
is the best,” must prevail. It is neces- 
sary that the whole story can be read. 
at a glance. 

Copy reading “Hello!! Santa Claus 

. a complete and diversified selection 
of gifts that is sure to please a man.” 
Another can be worked out by the head- 
ing “Gift. Suggestions,” then enumer- 
ate the gifts carried. 

It is imperative that this copy should 
be changed at least once a week when 
the window is changed. If this is not 
done, the whole window will go stale. 
During the Christmas season people 
pass and re-pass windows on their 
shopping expeditions. If they see what 
appears to be the same window trim 
more than once, they will just pass by 
and not stop to investigate. 

Money spent on windows during the 
month of December will pay larger re- 
turns than in any other one month 
during the year, in the amount of extra 
business which they will create. 

In the accompanying sketch of the 
window, it will be noted that in front 
of each panel a plateau is designated. 
These plateaus always display types 
of shoes in keeping with the merchan- 
dise shown on the panels. The week 


before Christmas however, our store 
has found it advisable to devote these 
plateaus to the exclusive showing of 
gift combinations. 

Good strong selling windows during 

December will not only move merchan- 
dise at that particular time, but they 
will leave a good impression in the 
minds of prospective buyers. Many 
men have come back to the store weeks 
after the Christmas windows have been 
taken out and have asked for merchan- 
dise which they saw during the holi- 
days. 
The big thought during the month 
of December is to create an informal 
atmosphere. The more homey the win- 
dows look, the more friendly they look 
—the more they will sell. 

During the Christmas season we 
change our tempo quite a bit. Instead 
of having windows designed to attract 
men, it is necessary to get that touch 
in which will attract women as well. 
For example, touches of ribbon here 
and there, especially on packages, will 
make masculine merchandise look less 
severe. Putting a card in the window 
next to a smartly wrapped package 
with this text, “Our store service in- 
cludes beautifully wrapped packages,” 
is a sure means of making many sales. 


Slit Skirt Shoe Styles 


Miami, Fira—M. M. Nankin, of 
Nankin’s Shoe Store, is prepared to 
supply the demand for shoes to wear 
with the new style slit skirt being 
worn. This new skirt demands that 
the ankle be smartly dressed as it is 
glimpsed through the opening at the 
hem of the dress. This is particularly 
true for evening wear and toeless san- 
dals of kid, satin and metal cloth are 
in favor. 

For street wear the trim ankle effect 
is much desired, hence straps are quite 
out of the picture. Ties are leading 
all other models, with pumps for spec- 
tator sports and dress wear. 

One of the most popular numbers is 
the new crushed kid leathers with 
matching trim in plain calf. This is 
demanded in ties and in pumps. 

Approximately 40 per cent of sales 
in Fall shoes have been the ruddy 
browns, with dark blue a close second 
at 30 per cent. Black has a bigger 
place in the picture this season, fully 
30 per cent of volume being black. 

There is a slight demand for gray 
this fall, but the predicted run on 
green did not materialize. 


Velvet Drape Sandals 


PASADENA, CALIF.—A velvet drape 
sandal, white, open toe and open heel, 
trimmed in real gold and topaz stones, 
selling at $19.50, is proving a popular 


evening dress number with Huggins, 
Inc., according to Ted Huggins, junior 
member of the firm. 

The feature giving the draped effect 
is the velvet strip drawn across the in- 
step and forced through a gold ring 
set with topaz stones. The heel is com- 
pletely covered with velvet and the in- 
side of the sandal completely lined with 
gold. 

The sandal has a touch of the an- 
cient about it that gives a bit of ro- 
mance and creates a demand among 
the smartest dressers. So far it has 
been presented only in an antique 
white. 


30 Days Shoe Trial 


CINCINNATI.—G. Gasdorf, buyer and 
manager of the Bootery, the Potter 
Shoe Company’s women’s better-shoes 
department, reports that one of their 
best sellers has been side-lace oxfords 
in fabric with patent leather trim at 
$10.50. He also said that Continental 
heels are extremely good. Leading ma- 
terials are suedes, Gabardine and Jer- 
sey. The average price of women’s 
better shoes has advanced,” Gasdorf 
said, “due to the higher-grade shoes 
selling so well.” 

Potters are also having a 30-day trial 
offer of Selby shoes. All shoes pur- 
chased between Sept. 12 and 26 could 
be worn for 30 days and if not satis- 
factory the money would be refunded. 
So far the sale had been reasonably 
successful, Gasdorf reported. 


| 
Right Foot 
A Rubber Sole 
Leathers 
Cy 
C 
| 
186) 
1 
| 
| 


BOOT AND SHOE RECORDER, October 27, 1934 


THE TURN SHOE 
| SUPREME for GENERATIONS 
and ALWAYS an ARISTOCRAT of SHOEMAKING 


The smartest women everywhere 
wear shoes made by 
The Goodyear Turn Process 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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General Planning Committee of the Leather Industry, photog 


Percival E. Foerderer Heads Tanners Council 
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raphed at Edgewater Beach Hotel, Chicago, during Tanners Council meeting— 


Back row: Julian B. Hatton, Sherwood B. Gay, Frank H. Willard, Willard Helburn, Frederick Carlisle, F. Sturgis Stout. Middle row: Frank 


Mackedon, George B. Bernheim, John F. Mahoney, Albert F. Hunt, Carl F. Danner, Albert M. Peirce, H. M. McAdoo. Front row: Percival 
E. Foerderer, Victor G. Lumbard, David G. Ong, Louis J. Robertson (Chairman), Marcus C. Weimar, Fraser M. Moffat, Harold Connett. 


Cuicaco — The Tanners Council of 
America, at its annual meeting held 
Thursday and Friday of last week at 
the Edgewater Beach Hotel, devoted 
most of its two-day sessions to a dis- 
cussion of important current problems 
confronting the industry. There were 
the usual reports .by officers of the 
council, including Chairman Louis J. 
Robertson, President Fraser M. Moffat 
and Treasurer Cecil Q. Adams, and of 
the various committees. 

Noteworthy among the committee re- 
ports was that of the Washington Com- 


mittee of Eight, which was read by . 


Merrill A. Watson and covered the 
high spots of the many important mat- 
ters affecting the relations between the 
tanners and the Government which 


have been handled during the past 
year. An outstanding phase of this 
work was that which had to do with 
drought hide situation and the plans 
for disposal of the hide surplus result- 
ing from the Government’s purchase of 
drought cattle. 

Percival E. Foerderer, of Robert H. 
Foerderer, Inc., Philadelphia, was 
elected chairman of the board for the 
coming year, succeeding Mr. Robertson. 
Carl F. Danner, of American Hide and 
Leather Co., Boston, was elected vice- 
chairman, and the other officers are as 
follows: President, Fraser M. Moffat, 
New York; treasurer, Cecil Q. Adams, 
Bristol Patent Leather Co., Boston; 
executive vice-president, Merill A. 
Watson, New York; secretary, J. Louis 


Nelson, New York. 

The new executive committee in- 
cludes the chairman, vice-chairman, 
treasurer and the following: 

Louis J. Robertson, Bayer-Robert- 
son Leather Corp., New York City; 
Albert F. Hunt, A. C. Lawrence 
Leather Co., Peabody, Mass.; David G. 
Ong, United States Leather Co., New 
York City; Marcus C. Weimar, Armour 
Leather Co., Chicago, IIl.; George B. 
Bernheim, R. Neumann & Co., Hoboken, 
N. J.; Victor G. Lumbard, The Ohio 
Leather Co., Girard, Ohio; David B. 
Eisendrath, B. D. Eisendrath Tanning 


‘ Co., Racine, Wis.; Willard Helburn, 


Willard Helburn, Inc., Boston, Mass.; 
Harold Connett, Surpass Leather Co., 
Philadelphia, Pa. 


Pin-tucks Still Good 


Los ANGELES, CALIF.—Pin-tucks are 
still selling in quantity at the Broad- 
way Department Store, S. Broadway 
at Fourth St., Los Angeles, according 
to V. M. Curtis, buyer. 

The tucks are still good in all pat- 
terns and in all materials where they 
can be used, notably smooth kids and 
fabrics. 4 

The percentage of browns as com- 
pared with blacks is decidedly on the 
increase, Mr. Curtis points out. 

In materials suede has not come in 
yet as strong as in some stores, but the 
demand is expected to increase with 
the advance of the season. Fabrics are 
alive, but none too much so. 

One number on which there has been 
a big run, is kid with a generous rep- 
tile trim, the tip, foxing, heel-cover 
and lace row being of reptile, black be- 


ing favored over brown in this number. 
The heel is 18-8. The price is $8.75. 

Among sport shoes a leader during 
these early Fall months is a genuine 
seal, four-eyelet tie, 12-8 heel, with calf 
saddle and quarter trim. This shoe is 
very flexible, comes in black or brown 
with brown leading, fits well and gives 
good support to the foot. The price 
is $6.45. 


Blue Print Window Display 


LOUISVILLE, Ky. — Kaufman-Straus 
Company has an unusual window effect 
in these days when shoe displays at 
best are rather run-of-mine affairs. 
The background of the entire window 
is a big blueprint, across the top of 
which is written “Print of Fall Shoe 
Styles,” and just below are white out- 
line drawings of the principal new 


types for Fall wear—about six or 
eight of them. 

Below, stretching the length of the 
long, narrow window, are three steps 
rising from the lobby side to the back 
of the window. These are in the same 
vivid blueprint blue. They are of dif- 
ferent lengths to give variety, and the 
top curves down to the floor. On these 
are arranged the shoes, in pairs, look- 
ing a good deal like they were walking 
up a ramp or across a platform. 


Charles Abel Manager 


BEAUMONT, Tex.—Charles Abel, for 
many years connected with the Max 
Feinberg Co. department store as man- 
ager of the shoe department, has re- 
cently been appointed manager of the 
new Ringlet’s Shoe Store in Beaumont, 
featuring men’s, women’s and chil- 
dren’s fine quality footwear. 


| = 
q on 
q on 


BOOT AND SHOE RECORDER, October 27, 1934 


TO THE Woop: 


AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[8] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
this feature. The last is grooved so that the insole saddle 
fits perfectly into the recessed section of the last. 


[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 


Look for this stamp practical value in the shoe. 


on all shoes made 
on “Down To The 


UNITED LAST COMPANY 
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Installed White and Gold Salon 


Overnight 


Joseph Michaels, manager of shoes 
for Saks 34th Street, planned a new 
fashion department and the carpenters 
of the store installed it overnight. This 
shows what can be done with wall- 
board, wallpaper, metal trimmings and 
concealed lights. 


White is very difficult to handle in a 
shoe department but through the use 
of Imperial Washable Wallpaper, the 
room was made colorful as well as in- 
expensive. The wallpaper made a most 
economical decorative material and 
served to lighten the interior. 


"Pieced" Shoes 


Boston, Mass.—Business in “pieced” 
shoes is increasing. That’s New En- 
gland thrift. Some call them “rem- 
nant” shoes. They’re made of “pieces,” 
or remnants, of leather. Some stores 
know it. Others may not. There’s no 
way to tell these shoes from shoes that 
are made of whole stock. Most all of 
them are low-priced shoes for young- 
sters. 

It’s an interesting business. Dealers 
in remnants gather up pieces of leather 
from tanneries, or from the larger 
shoe shops. These pieces are trimmed 
off so as to make the skins of uniform 
area, such as the general run of shoe 
manufacturers require. 

The dealers finish up these remnants 
for small shoes. They stake them over 
a blade to work out the wrinkles. They 
iron them to smooth the grain. The 
best of them they send to embossing 
shops to be printed with seal or alli- 
gator grain. Then they trim them, 
and grade them, according to the re- 
quirements of their customers. They 
make up bundles of leather, which 
range in area from % to 3 ft. each. 

Out of each piece the shoemaker can 
get a vamp or a quarter, if the piece is 
small, or a whole pair of shoes if the 
piece is large. After the leather is 


cut up the shoes are made up in the 
regular way. 

The business is carried on in small 
shops. Usually, one man superintends 
the factory, buys the leather, sells the 
shoes, and spends the rest of his day 
working at the bench. It’s New En- 
gland thrift. 


Wins Lighting Certificate 


PORTLAND, ORE.—Illumination honors 
have been won by the Fashion Bootery 
for the fascinating manner in which it 
sheds light on its new fashions at 411 
Southwest Morrison Street, here. Wil- 
liam H. Scanlan, this footwear store’s 
manager, has had presented to him the 
first “correct lighting certificate” pre- 
sented by the Northwest Electric Co. 
to a downtown retail store in Portland. 

Both show window and interior il- 
lumination have been the subject of 
much commendation and both exceed 
the standards established by the II- 
luminating Engineers’ Society of 
America, the indirect lights inside the 
shoe store giving an illumination level 
of 18 foot-candles, while windows at- 
tract night passersby with 300 foot- 
candles of light. A foot-candle repre- 
sents light shed by one candle on an 
object a foot distant. 


Out for Football Trade 


NEw HAVEN, CoNN.—A committee of 
New Haven merchants, headed by Syd- 


' ney Stokes, Walk-Over Shoe Shop, 930 


Chapel Street, has been successful in 
persuading the police departments of 
New Haven and West Haven to re- 
route Yale football traffic so that visit- 
ing grid fans may have an opportunity 
to stop in the center of the city. 

Shoe merchants are expected to bene- 
fit indirectly from the large increase 
in general retail business made possible 
by the change of traffic routing, Mr. 
Stokes told Boor AND SHOE RECORDER. 
For several years football traffic has 
been purposely kept out of the down- 
town area, with resultant loss of 
transient business in that zone. 

Large billboards have been erected 
cn the main highways outside of New 
Haven calling the attention of arriv- 
ing football fans to the desirability of 
parking their cars downtown and go- 
ing to and from the Yale Bowl by 
trolley. All classes of retail business 
in the shopping area are being bene- 
fited by the move. The special com- 
mittee of which Mr. Stokes is chair- 
man is made up of members of the 
retail division, New Haven Chamber of 
Commerce. 


Field Hockey Shoes 


BosTon, Mass.—Field hockey shoes 
are mighty interesting. They’ve got 
sole leather tips. There are perfora- 
tions in the tips and a strip of stout 
leather runs up from each tip and cov- 
ers the lace rows. 

There are pads on the sides of the 
vamps, cocoons of leather filled with 
wool felt. Some call’°em bumpers. The 
soles, of heavy leather, are cleated with 
leather. So are the heels, and these 
cleats are different from any that have 
hitherto been seen here. 

A stock of these field hockey shoes 
has been brought from England for 
those who play the game. It’s rather 
a heavy hockey stick that’s used. So 
the shoes are armored, and the legs are 
covered with thick shin pads. 


Membership Drive 


SEATTLE, WASH.—One hundred new 
members among the shoe dealers of 
Seattle and the Pacific Northwest—this 
is the goal of the new membership drive 
that has been launched by the Pacific 
Northwest Shoe Retailers Association, 
since the recent assumption of presi- 
dential duties by Everett Nordstrom, 
one of the leading shoe dealers of Seat- 
tle. In order to make the membership 
drive more interesting, a contest has 
been inaugurated this September be- 
tween captains appointed to lead the 
membership campaign in the various 
key cities or metropoli of this section. 
Each of the larger places has been 
given a quota of eligible shoe mer- 
chants. (The prizes to be awarded in 
the contest are cases of beer.) 
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yet vitally important 
to the appearance and 
comfort of the shoe. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


1934 


SALESMEN WANTED 


LINE WANTED 


LINE WANTED 


ALESMAN, Louisiana and Southern Missis- 

sippi, for “in stock’? Infants’ to Misses’ 
stitchdowns on commission basis in connection 
with other lines. Address D-895, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


RUBBER footwear salesman wanted for Iowa; 
also Indiana and Illinois territories open. 
Excellent proposition for man of proven ability. 
Give full irformation about yourself in first 
letter. Address D-896, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


ALESMAN wanted—-on ladies’ and men’s soft 

and leather soled slippers. One who is now 
making $10,000 a year. Address D-897, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SALESMEN: Possessing large following 
throughout Wisconsin and Minnesota to rep- 
resent prominent slipper manufacturer handling 

pular low priced slipper, cement and turn 
ine. Commission basis. Address D-898. care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


HOSIERY SALESMAN: Hosiery mill wants 
experien men for all parts of the coun- 
try. Only men with good established trade con- 
sidered. Applications’ describe experience, ter- 
ritory and references, treated confidentially. 
Address D-900, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


POSITION WANTED 


SHOE man_ with profitable merchandising 
knowledge desires new location. Age thirty- 
four. Past ten years assistant buyer for one 
oughly capable of buying and managing rt- 
ments. Address D890, care Boot & “Shoe 
le 239 West 39th Street, New York, 


SHOE man, 24, College graduate; has special- 
ized training in Merchandising, plus experi- 

ence in Selling, Sales Promotion; aes posi- 

tion with manufacturer or reliable store. 

ary secondary to opportunity. Address D-904. 

care Boot & Shoe Recorder, 239 West 39th 

Street, New York, N. Y. 


ETAIL shoe man, age 36, married, 20 years’ 

experience as retail salesman, buyer, man- 
ager and window dressing. Wil] consider any 
reasonable offer if position has possibilities; 
will go anywhere. Highest references. Ad- 
dress D-905. care Boot & Shoe Recorder, 209 
So. State Street, Chicago, III. 


Salesman, having twenty years contact with the larger 
trade throughout the East and Middle West, is inter- 
ested in representing a first class firm making popular 
priced women’s shoes. Can furnish references from 
the most prominent buyers and dealers. 


ADDRESS D-906, CARE 
BOOT & SHOE RECORDER 
239 WEST 39TH STREET, NEW YORK, N. Y. 


Salesman with good connec- 
tions desires strong line of 
popular priced shoes. Inter- 
ested in making connection 
with reputable manufac- 
turer. A-l references as to 
character and ability. 
Address D-907, care 


BOOT & SHOE RECORDER 
239 W. 39th St., New York, N. Y. 


MAN UFACTURER’S Representative carrying 
strong line children’s stitchdowns in FLOR- 
IDA, seeks line women’s novelties, also men’s 
welts in stock, retail $3.00. Bona fide sales rec- 
ord available. Milian Em. Koflen, P. O. Box 
1294, Miami, Florida. 


MANAGER WANTED 


MANAGER WANTED FOR LADIES’ COR- 
RECTIVE SHOE SHOP, References, Na- 
tionality, and Cash Security required. Address 
D-901, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


SHOE BUYER WANTED 


SHOE BUYER WANTED: Splendid opportu- 
nity in live organization for right man. Must 
be hard worker and ambitious, and know mar- 
kets. Capable of merchandising low end men’s, 
women’s and children’s footwear. Send all de- 
tails, including salary requirements in first let- 
ter. Address D-899, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


WANTED TO PURCHASE 


‘ANTED, shoe shelving, prefer single space. 
Must be reasonable and located in Middle 
West. Crawford Shoe Store, Peoria, II 


WANTED: Shoe Store, New York or vicinity. 
Give all particulars. H. Trabold, 1165 Ful- 
ton Avenue, New York City. 


FOR SALE 


SHOE store with repair shop in connection. 
better class suburban district in Northwest 
town 100,000. $5,000.00 stock. Gross business 
$15,000 shoes, $5,000.00 repairing. $5,000 to 
$7,000 will handle. Address D-902, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York office on Friday of the week preceding publication, 
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TO LEASE 


UNUSUAL opportunity — Dallas, Texas, 
wealthiest city of South—best central shop- 
ping district—store—two floors, profitably oc- 
cupied last ten years by unit of medium priced 
shoe chain, now being reorganized and forced 
to relinquish lease. For particulars write Frank- 
lin, 611 Linz Bldg., Dallas, Texas. 


BUSINESS OPPORTUNITY 


MANUFACTURERS seeking increased busi- 
ness: A Patented feature for shoes is open 
for license to reliable manufacturer in U. S. 
This feature has proven very successful to 
foreign manufacturers. Address D-903, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system 0 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 


We Have Moved 


To new and larger quarters where 
we may better serve your every 
display and decorative need. 


CHRISTMAS MATERIALS 
Now in stock 


* A complete selection of Floorings, 
Background Materials, Drapes— 
Ribbons, etc. 


Send for samples. 
NOTE THE NEW ADDRESS 


ARROW DECORATING 
AND FIXTURE CO. 
Display Fixture Manufacturers 
7 North Fourth Street, 
Philadelphia, Pa. 


HOTELS 


MERCHANTS’ NEEDS 


SELL YOUR OPERAS 
With the New 


COLONIAL 
BOW 


Bow made of finest gros- 
grain ribbon, Colonial tongue 
of patent, kid or suede. 


Black, brown, blue, green, 
patent or any color ired. 


$3.00 per doz. pairs 


D.FEINGOLD & CO, 
141 KOSCIUSKO sT., 
BROOKLYN, N. Y. 


WANTED TO PURCHASE 


Buyers of Surplus Stocks 


We will buy surplus er entire stocks of cheese 
from mrnufacturers, jobbers er retailers. 
QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New Y: 
Phone Werth 2-5877 and 5878 


WE BUY 
Entire or Surplus Wholesale Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
Queen Quality, Bos- 


tonians, 
IRVIN RUBIN 
“The House of Jobe’’ 
88 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 


and 


In New York. a hotel 
moderate in price 
convenient 


HOTELS 


Convenient to the Shoe District 


The NEW 


TOURAINE 


Corner Tremont at Boylston St. 


% Newly improved and 
refurnished. 


% Now restored among 
Boston’s leading hotels. 
with bath 


SINGLE $3.00 
DOUBLE $4.50 


* New Summer Restaurant. 
Dinner and Supper Danc- 
Garage Service. 
Choice Sample Rooms. 


Emile F. Coulon, 


Louis P. LaFranche, 
President 


Treasurer 


FIREPLACE IN COLONIAL 
@ Moderate in price...an ideal place to 
stay in New York. Single from $1.50. 
Double from $2.50. Weekly rates. 

@ Convenient...in the center of the 
shopping district, one block from Fifth 
Avenue and Penn. Station. 

@Good food...you’ll enjoy our meals 
prepared by women cooks...only fresh 

vegetables used...home baked pastry. 

@ We will gladly send you on request 

an illustrated descriptive booklet with 

a beautiful map of New York City. 


Manager 
Herald Square 
116 WEST 84th STREET - (Opposite Macy's) 

NEW YORK 


CASH PAID 


FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Smali 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
5691 BROADWAY NEW YORK CITY 


Returns to Shoes 


SALEM, Mass.—Hervey E. Bell, who 
managed the Bell Bros. factory in Sa- 
lem and then retired, has returned to 
shoes and is now manager of the Bell 


factory in Wolfboro, N. H. 


uv St. Louts tts 
Hotel 


81H & ST. CHARLE 


& WASHINGTON 
4 50 andup 
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| Advertisers 
In This Issue 


Next Week 


D'° you read Murray French's article "Give 
Us Short Back Lasts," published in the 
August II issue of BOOT AND SHOE 
RECORDER? It aroused a tremendous in- 
terest in the trade, and has resulted in 
widespread discussion. We have received 
scores of comments on it, and a great many 
of our readers have written the author to 
express their views. In next week's issue. 
Mr. French brings together some of the most 
interesting of these comments in a follow-up 
article. If you read the original story, you 
won't want to miss the follow-up, and if you 
didn't read the article in the August I Ith 
RECORDER, here's your chance to catch up 
on one of the most interesting discussions 
that has come up in the shoe trade in years. 

Following up our Christmas merchandising 
presentation, Ruth Harrington will devote 
her fashion article next week to the new 
things in holiday hosiery. She will bring 
you ideas that you can use in building more 
Christmas business for your store. 


Published by BOOT ann SHOE 
RECORDER PUBLISHING CO. 
239 West 39TH Street, New York City 


EVERIT B. TERHUNE, President 


WILLIAM M. ly Vice-President 
and Treosurer 


LAWRENCE F. DUTTON 
ARTHUR D. ANDERSON, Secretary 


Directors 
in addition to the above-named officers 
HUGH M. BOWEN, SAMUEL G. KRIVIT 


Advertising Offices: 


140 Federal St, 
4460 


“Locust St. 
Tel e: ‘3347 
UcH M. Bows 
PHILADELPHIA 
N. W. Corner 56th and Chestnut Sts. 

Telephone: Sherwood 1424 

H. WALTER 


501 First Nat. Bank 
Tel 


R 
SUBSCRIPTION RATES 


is $3.00 for one year, which includes postage in the 
States possessions. Tax in Canada, 
2.60 extra. 
ON—The all foreign 
countries exeept the above is $1 per year in- 


subscriptions are payable in advance. Single copies 
25 conte 


BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa.... 52-56 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, eee 50 
DANIEL GREEN COMPANY, Dolgeville, N. eee 2nd Cover 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind 5 
MYERS, D., & SONS, INC., Baltimore, Md... 4 
ORTHOPEDIC SHOES, INC., New York Back Cover 
ROBERTS, JOHNSON & RAND, St. Louis, Mo... 39 
ROHN SHOE MFG. CO., Milwaukee, Wis.... 48 
UNITED STATES SHOE CORP., Cincinnati, O...... 28, 29 


LEATHER AND OTHER MATERIALS 


DEWEY & ALMY CHEMICAL CO., Cambridge, Mass..................00-. Front Cover 
MAX HERTZ LEATHER CO., Newark, N. J... 47 
SURPASS LEATHER CO., Philadelphia, Pa... 35-51 
YGUNG, RICHARD, .GO., New York, N. 35 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BOSTON BLACKING & CHEMICAL CO., Cambridge, Mass................000-000 6 
UNITED SHOE MACHINERY CORP., Boston, 41, 57, 61 


SHOE ACCESSORIES 


ARROW DECORATING & FIXTURE CO., Philadelphia, Pa. .....................--- 63 
MISCELLANEOUS 
NATIONAL RETAILERS MUTUAL INSURANCE CO., Chicago, Ill................... 44 
WILLMARK SERVICE SYSTEM, INC., New York 31 
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Silk houses say “NAVY!” 
Woolen houses say “NAVY!” 
Cotton houses say “NAVY!” 


That’s why we believe you can expect volume business for spring, 1935, on 


MARINE BLUE 
Vode No. 
437 


STANDARD KID DIVISION 
_ ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 


, New York, N.Y. Entered as second class , Sept. 10, 1928, 
price $3.00 per year. Printed in 
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INFORMATION 
the Spring 
ENNA JETTICK 


@ The answer to the many inquiries we’ve had about 
the line is “YES”. Our representatives are now on the 
way bringing you the Spring 1935 edition of America’s 
Smartest Walking Shoes. 


LISTEN! 


@ It is only a question of a short time before you'll be _ to the Enna Jettick 
broadcast everyWed- 


5 and 6 seeing for yourself. Be on the look-out for the Enna Jettick — nesday over the N. 
B. C. Coast-to-Coast 


180 Sizes and Width 
80 Sizes and wicths representative and be prepared for a profitable season with hook-up. You will 
1 to 12 enjoy every minute 
delightful 


AAAAA to EEE — America’s Smartest Walking Shoes. musical program. 


"You need no longer be told that you have an expensive foot’ 


ENNA JETTICK SHOES, Inc., Auburn, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 
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It’s going to be a smart sea- 
son!.....aseason of irresisti- 
ble styles and brisk selling. 
And Gabardine will be well in 
the lead for both smartness 
and sales! 


It has been in the lead ever 
since J. Einstein introduced 
their fine Gabardine woven 
especially for footwear ..... 
the only Gabardine that is! 
For town wear, for spectator 
sports, there’s nothing more 
completely suitable, nothing 
more attractive with spring en- 
sembles. 


Specify J. Einstein Gabardine 
for your finest shoes ..... It’s 
sleek, beautiful, and durable, 
too. Five charming colors .... 
ask to see them. 


J-EINSTEIN: INC: ONE PARK AVENUE: NEW YORK 
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THE TURN SHOE 


SUPREME for GENERATIONS 
BB ond ALWAYS on ARISTOCRAT of SHOEMAKING 


The smartest women everywhere 
wear shoes made by 
The Goodyear Turn Process 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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What every merehant should know 


REGULAR gold mine of cus- 
tomers read THE AMERICAN 
WEEKLY. This Mighty Magazine 
goes to one out of every five fam- 
ilies in the nation—makes its pow- 
erful bid for more than 20% of all 
the money spent in retail stores. 
If you want your share of this 
money, feature the merchandise 
advertised in the biggest magazine 
on earth—and put it to work for 


you. 


THARS 
GOLD IN 


The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 


circulation. 
In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 
In an additional 165 cities, 30 to 40% 
In another 173 cities, 20 to 30% 


.-. and, in addition, more than 1,885,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


ERICAN 


in the World 
“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 


When writing advertisers please mention Boot and Shoe Recorder 
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ANSWER “HERE” WITH YOUR DOLLARS 


RED CROSS ROLL CALL 


November 11—29 
FIRST to Render Aid—Put It FIRST for Your Support 


JOIN NEW YORK CHAPTER 
And Help 


Aid the Needy—Train in First Aid—Prepare for Disaster Relief— 
Cut Drowning Loss—Aid Sick Nurses—Teach Home 
Care of the Sick—Provide Braille for the Blind 


Send Your Memberships to 


NEW YORK CHAPTER 


American Red Cross 
315 Lexington Ave., New York 


When writing advertisers please mention Boot and Shoe Recorder 
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NEW NOTE 


in shoe m erchandising: 


QUALITY SHMES ~ POPULAR /N PRILE 


A New Deal that IS A NEW DEAL, in the Famous for Quality line of Co-Opera- 
tive Shoes, backed by 40 years of skilled craftsmanship, is available for alert retail- 
ers seeking a fast selling line with 57 in-stock patterns from the factory nationally 
recognized for its making of honest footwear. 


To hundreds of retailers, this new, popular price for Co-Operative Shoes—this 

new policy of offering a finer and more diversified range of wanted styles within 

a uniform price-range—this new plan of making all In-Stock Styles immediately 

available either branded or plain—is, indeed, a "New Deal" worthy of the name. 
Write or wire now for details and full showing. 


BROCKTON BOOT & SHOE CO., BROCKTON, MASS. 


tHE Cy-operative 


SHOES 
FAMOUS for QUALITY 


now 
YLED 
1CED 
to retail at 


SOME STYLES 


$6.50 


RE-ST 
RE-PR 


The RITZ TOE eee The RITZ TOE 
708 
e@ Black Seal. Leather Heel. Black Calf Wing Tip Oxford 
Sizes and Widths: Sizes and Widths: 
A, 8 to 12 C, 6 to 12 A, 8 ta 12 C, 6 te 12 
B, 7 to 12 D, 6 to 12 B, 7 to 12 D, 6 to 12 


When writing advertisers please mention Boot and Shoe Recorder 


CSP 
| 


BOOT AND SHOE RECORDER, November 3, 1934 


ee 
E DEPEND ON FLORSHEIMS 


FOR THE LONG PULL!” 


state Kern's of Derroir 


Mr. H. G. SoLtomon 
Mdse. Mgr. 


““We’ve always regarded Florsheim Women’s 


Shoes as great prestige-, confidence- building 
merchandise items—that can be relied upon for 
a consistent sales return.”” So say Kern’s of 


Detroit. And they’re in a position to know for 


Florsheims have been bringing back their most 


Kern’s or DETROIT 
famous the nation over desirable customers year after year. It’s repeat 


business like this on a nationally advertised 


product that any shoe department must have 


To Retail at § 8 75 
if if it’s to grow and prosper. Florsheims deliver 


$] 0 5 0 and up 
—customers, satisfaction, success! 


FLORSHEIM SHOES 


FOR WOMEN 


THE FLORSHEIM SHOE ComPANY ¢ Manufacturers *« CHICAGO 
When writing advertisers please mention Boot and Shoe Recorder 
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